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COACHING 
FOUNDATIONS 


Why Everyone Needs a Life Coach 


We live in a time in which everything anyone could ever want to learn, change, or do is available 
at their fingertips. Billions of dollars are spent every year on books, training, and education in 
pursuit of progress. But the truth is that most books are never read, most programs are never 
completed, and most of what is learned is never applied. 


We live in a giant sea of unfulfilled potential! 


The reason people don’t follow through on changes or go for their dreams isn’t because they 
don’t have the resources. It isn’t because they don’t have the desire. And it isn’t because they 
don’t have the time. 


It’s because life happens. 
Responsibilities happen. 
Overwhelm happens. 
Limiting beliefs happen. 


People have career goals, relationship goals, health goals, financial goals... but they also have 
doubts, fears, and distractions. 


They don’t need more life hacks, another 5 steps list, the idiot’s guide to meditation, or another 
get rich quick scheme. 


They need a LIFE COACH. 
The truth is that EVERYONE needs accountability and encouragement! 


Change is hard. Big goals take big commitment. Doing something new or scary is always better 
(and more likely to actually happen) with a partner or a guide. No matter how inspired we are by 
our dreams, our old patterns and habituated comforts will quickly zap our energy and fade our 
drive. 


e A life coach helps you dream big and stretch your horizons to create a compelling vision 
for your life, and then helps you chart the course to get there. 

e A life coach holds you accountable to yourself by holding you to higher expectations and 
standards and reminding you what you’re doing it all for. 

e A life coach challenges you to see your true potential and to settle for nothing less than 
all than you are meant to be. 

e A life coach helps you find meaning in the challenges in your life and give your pain a 
purpose. 

e A life coach helps you keep your monkey mind in check so you can choose optimism, 
feel confident, and master a mindset of success. 

e A life coach helps you stay committed in those times when you feel frustrated, 
overwhelmed, or become distracted by life’s uncertainties. 

e A life coach is that support system you can depend on when the people in your life are 
nay-sayers, haters, or don’t believe in your vision. 


Sometimes a life coach can be the expert or guide that shows you a shortcut to their success in 
their career, their business, their relationships, or their life. 
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A life coach can show you proven strategies for: 
e Finding your ideal partner or for getting a peaceful divorce 
e Finding your dream job or for escaping the rat race 


e Overcoming your self-sabotaging beliefs or transcending them through meditation 
e Organizing your home or selling it so you can travel the world 


No matter what area of your life you want to improve or transform, hiring a life coach ensures 
you don’t have to do it alone, you’ 1l follow through on your goals, and you will fulfill your 
potential! 


Why the Life Coaching Industry Will GROW in the New Economy: 
Life Coaching Industry Synopsis 


This is the BEST time to become a coach! And, in fact, the future is going to be an even better 
time to be a coach—but more on that later. Today, the life coaching field is a 2 billion dollar industry 
with a 5.5% yearly growth, according to Forbes. Seven hundred million of that comes from the United 
States. So that also means that this is a field that is thriving worldwide. Keep in mind that the 
coaching field is only about 30 years old and has exploded in the last 10 years. In fact, the 
National Post states that it is the second fasted growing field. 


According to market research the average salary of a coach is $62,000. The top ten percent of 
earners, who earn 6 figures, have been found to have one thing in common—they focus their 
coaching on one specific market—aka they are offering niche coaching. In other words 90% of 
the other coaches are doing general coaching. So what does that tell you? That as you develop 
your practice you should look at how you fit in this coaching space and what specific outcome 
you want to create and population you want to serve. 


Improved Productivity 


While most coaches work with individuals—and in most cases being a life coach is a 
BUSINESS, not a job, there is growing interest in the corporate world in the benefits of hiring 
coaches for their employees. This trend is especially prevalent in Fortune 500 companies. 
Manchester Consultant study stated that companies that hired coaches for their employees saw a 
6 times return on their investment. They also found a 73% improvement in relationships, a 65% 
improvement in Team building and a 45% improvement in productivity and output by those 
employees. These are great results that enhance the value of the field of coaching. 


Technology Makes it Easy to Be a Coach 


Another reason it’s a great time to be a life coach is that technology has made it EASY to be a 
coach! Coaches can work with clients all over the world, meaning they’re not limited only to 
people in their local market. Because they can meet virtually through free programs like Skype 
and Zoom, they don’t need to rent an office and can keep their costs low. Plus, other programs 
make running a coaching business easy, such as online scheduling software and the ability to 
take payments online. And, marketing has become easier too, with do-it-yourself website 
creation and low-cost online advertising. So, as I mentioned, it’s an amazing time to be in the life 
coaching field—and the future is even brighter! Follow me for a minute as we look at the future 
of our economy. The reality is that we are in one of the biggest shifts in our economy that we 
have seen in human history. In fact, the McKinsey report states that by 2030 30%-50% of jobs 
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will be displaced by AI (artificial intelligence), automation, and robotics. These new 
technologies are experiencing exponential growth and they will change every aspect of our lives. 
We don’t say this to scare you, we say it because this shift represents opportunity. We truly 
believe we live in the best time in our history and that these advancements will improve many 
aspects of our lives to an extent that we can’t even imagine today. 


The Death and Re-birth of Industries 


So, let’s tackle the elephant in the room, what does it mean to you if 30%-50% of jobs will be 
displaced? It means that you are either preparing for the future in your career or that like 
dinosaurs you may be in a field that may go extinct. 


But we want to make sure you understand that this does not mean that up to half the population 
will lose their jobs and not get new ones. It means that up to half the population will need to 
CHANGE jobs. EVERY SINGLE TIME industries have died, new ones have been born. Ice 
used to be the biggest industry in the United States. Yes, ICE! Automobiles replaced horse- 
drawn carriages in only a few years when Ford released the Model T. We’ve been here before. 
While robots and AI may replace human labor in some industries, this period of rapid growth 
and expansion is CREATING new jobs. Entire new industries are being created. If you have 
young children or grandchildren right now, chances are the careers they will have as adults are in 
jobs that haven’t even been thought of yet. The good news is that these changes will actually be 
beneficial for the coaching field. This is because the fields that will experience significant 
growth—up to 150%—are the educational field and helping fields, like coaching. 


You may be wondering why these fields will grow, and there are 2 reasons. First, high-touch 
fields cannot be easily automated because the human connection is needed. Second, as these 
changes disrupt people’s careers and lives, they will be redefining their identity, seeking 
meaning, creating life changes, and learning new skills—and they will need a coach to help them 
through it. So, as you can see, being a life coach makes you perfectly positioned to thrive 
through the upcoming economic and social changes—in fact, it prepares you to help be part of 
the solution and be one of the ones who supports other people through the changes. There has 
never been a more important time to be a coach! 


The Perfectly Positioned Life Coach 


After looking at the life coaching industry today, and the expected growth in the field in the 
future, as well as the income potential and the technology that exists to support you as a coach, 
we hope you are excited about the field and ready to join the movement! Being a life coach is a 
great way to fulfill your greater purpose while making a difference in the world—and getting 
paid to do what you love! 


The Truth About Life Coach Qualifications, Accreditation and 
Certifications 


“Without the Transformation Academy courses I could not have even dreamed of becoming a 
coach — I did courses with a baby in the wrap and when i had time and energy (i have a chronic 
illness). So, thanks Natalie and Joeel — without you I’d have been kept out!” 


Most aspiring life coaches we meet tell us the same thing... they are passionate about helping 
people but they’re just not sure they’re qualified or capable of being a coach. We felt the same 
way when we first started. 


We also hear stories of aspiring coaches being intimidated and shamed by other coaches who 
claim that only certain coach training programs approved by specific “associations” are valid. 
Some even claim that without these expensive and time-consuming coach training programs a 
coach doesn’t have “ethics”. There is an unfortunate trend in the life coaching industry to 
discourage coaches, rather than empower them. A field that is meant to help people help people 
has become commercialized, wrapped up with red tape, and in the end it locks many potentially 
transformational coaches out of the industry. The most unfortunate thing is that it is all based on 
misinformation. 


The truth is you can do this. You were made to do this. If you’re like most coaches you’ve been 
doing this coaching thing for years and just not getting paid for it! Being a coach is something IN 
YOUR HEART. Its who you are! 


Plus, most of the most famous and successful coaches are not “certified” by anyone. Just look at 
Tony Robbins! 


And so, below, we will tell the TRUTH and demystify the whole life coaching qualifications, 
accreditation and certifications thing. 


Is there a life coaching degree, license or accreditation required? 


Life coaching is a non-regulated industry, meaning there are no laws that govern the field. This is 
the case in the United States and as far as we are aware in all other countries as well. (It is 
recommended that any coach who is concerned regarding this matter seek advice from his/her 
state or country.) 


There is no degree required to be a life coach. Unlike academic institutions (such as 
Universities), life coach training organizations do not need to be accredited by a governing body 
because there exists no accrediting institution in the field of life coaching. 


There is no license required to be a life coach. Unlike licensed therapists, mental health 
counselors or psychologists, in the life coaching industry there exists no governing body or 
regulations requiring an official license or certification. This is because life coaching is 
dramatically different than therapy. Life coaches are not licensed mental health care providers or 
therapists and must not provide medical advice, engage in patient diagnosis, or treat mental 
illness or trauma. See our video on the differences between therapy and coaching for additional 
information. 


There may be organizations that claim to be a legal “accrediting body”, however this is false. 
They are simply “associations” who charge a fee for training organizations to receive their 
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“rubber stamp of approval” (based on those programs meeting the association’s standards). 
While these associations serve an important role in holding the coaching industry to higher 
standards and establishing a foundation of ethics and best practices, they do not hold any 
authority over the industry, other training organizations, or coaches. 


What qualifications do I need to be a life coach? 


There are many life coaches that come from a background working with people, such as 
counseling, personal fitness, nursing, massage, etc. However, the majority of coaches do not 
have official background. Instead, they bring with them 2 things: life experience and/or work 
experience. Often coaches coach in a specific niche, in-which they have unique knowledge and 
experience. For example, entrepreneurs coach business start-ups, personal trainers become health 
coaches, teachers coach others on public speaking, etc. 


In most cases, coaches enroll in training programs to hone their skills and learn strategies for 
growing their coaching practice. This gives them a foundation of understand about what 
coaching is, the psychology behind it, and methodologies and processes used. Ultimately, what 
training you need in order to coach is up to you. Again, there is no law that requires coach 
training or any kind. 


What are life coaching certifications? 


Non-Academic: Life coaching certifications are typically non-academic (not through a college 
or university) and are offered by private life coach training organizations, which are usually run 
by experienced life coaches and/or educators. These educational programs train life coaches in 
various aspects of coaching and offer a certificate endorsing the coach who has completed the 
training program offered by that organization. 


Types of Coaching Programs: There are many organizations that offer certification programs, 
and there are many types of coaching certifications. Some programs focus on general coaching 
principles and methodologies, while other programs teach specific processes for coaching clients 
on niche topics. Many coaches study general methodologies and also complete training in a 
particular niche, depending on their interest. Some coaching programs are taught in person and 
others are available online. Some require “contact hours” with mentor coaches and practice hours 
with clients in order to earn the certification, while others do not. The cost of programs reflects 
the level of interaction and support. 


Earning a Certification: Having a coach certification simply means that you have completed a 
program offered by a Coach Training Organization and have acquired the knowledge that 
organization teaches. 


Accreditation: There are organizations that claim to be an accrediting or governing body for the 
life coaching industry, and therefore “accredit” other organizations’ certification programs, 
however like we mentioned above, these organization hold no legal authority over the field or 
other organizations and, therefore, taking a coach training program that is “accredited” by any 
particular organization is not required. 


CEU/CPD Credits: In many industries, employees or practitioners are required to earn 
“continuing education units (CEU’s)” or “continuing professional development (CPD)” credits in 
order to meet requirements for their career path or maintain industry licenses. There exist a 
number of organizations that provide training that meet the requirements of these CEU/CPD 
credits. These organizations also approve coach training programs that meet their requirements 
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and, therefore, allow those organizations to provide CEU/CPD credits for students who complete 
their courses. These CEU/CPD credit are only of value to students who are in a career field that 
requires or acknowledges them. They are also not required. (For example, Transformation 
Academy is an accredited provider of continuing professional development with the 
internationally recognized CPD Standards Office. Provider number: 50134.) 


Purpose of Certifications: Other industries, such as social services, education, fitness, and 
speaking, to name a few, also offer certifications that are not legal licenses or accredited by 
educational institutions. The purpose of such certifications and training is to obtain specialized 
knowledge to further develop one’s career, increase the value of the services one provides, and 
establish further confidence and credibility. 
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Life Coaching Vs Therapy 


Nowhere in the world have we found (yet) that there is any law or regulation of “life coaching”. 
Therefore, anyone can be a life coach. 


NO TRAINING OR DEGREE OR LICENSE IS REQUIRED. However, it is important to 
understand that COACHING is not and should not be the same as THERAPY. We go into 
greater detail about the qualifications required to be a life coach in a separate video. 


Terminology Matters: 


The first thing we are going to address is the use of terminology in the life coaching and therapy 
fields. 


In some countries, ANYONE can call themselves a “counselor”, “psychotherapist”, or even 
“psychologist”, however in most countries, including the United States where Transformation 
Academy is based, there are clear distinctions. Misuse of these terms can result in legal 
consequences. 


At the highest level is a Psychologist, which has a PhD and clinical training. 


Then there are psychotherapists, therapists, licensed mental health therapists (LMHT), and 
licensed clinical social workers (LCSW), all of which require a Master’s Degree as well as 
clinical training. 


The word “counselor” is often used to replace “therapist”, however it is also used to refer to non- 
degreed fields—even camp counselors. The word “counselor” is a grey area, however we do not 
recommend using the word counselor because of the possible confusion. 


To add more confusion, there are related fields that call what they do “therapy”, even though it’s 
a “certificate” program, not a degree, and is also not regulated. 


For example, hypnotherapy goes DEEP into the unconscious mind and is used for anxiety, 
depression, phobias, and more, yet it is an unregulated industry with no degrees or licenses 
required. However, there are regulations in place in some states and countries and you are there 
may be consequences for using it in a “therapy” setting or sense if you are not a licensed therapy. 
In other words using it to treat mental health issues. 


Another field that is surprisingly not regulated is drug treatment—so yep, if you sent a loved one 
to a rehab facility there is no regulating body that “accredits” them, legally. 


Even in countries that don’t regulate any of the above mentioned fields, it is still ETHICAL and 
PROFESSIONAL to use appropriate terms when referring to what you do AND receive 
appropriate training—even if it is technically on the honor system. 


Appropriate Use of Therapeutic Tools in Life Coaching 


Life coaches often use “therapeutic” tools, such as Cognitive Behavioral Therapy, Therapeutic 
Art, NLP (Neuro Linguistic Programming), hypnosis, and other psychological techniques, with 
clients. The word “therapeutic” means that it benefits the body or mind and increases wellbeing. 
Using these tools is helpful as a coach, however it is not the same as conducting “therapy” like a 
therapist. 


The Boundary Between Coaching and Therapy 
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A life coach can use therapeutic and psychological tools to help people: 


e Change their thinking 

e Increase their emotional wellbeing 
Change limited belief systems 
Reframe past experiences 

Set and achieve goals 

Make life changes 

Increase motivation 

Learn a new skill 

Change their self-identity 


In general, life coaches are PRESENT AND FUTURE FOCUSED. Life coaches help their 
clients explore their past only as a means of understanding their current life experience and belief 
systems. Their primary goal is to help a client look at where they are, where they want to be, and 
how to get from point A to point B. 


A therapist may also help clients with these areas of their life, but they also help their patients: 


e Treat mental illness or clinical anxiety or depression 
e Heal past trauma 

e Cope with traumatic loss 

e Cope with abuse 

e Treat addiction or substance abuse 

e Cope with relationship turmoil or violence 


In general, therapists are PAST AND PRESENT FOCUSED. While a therapist may work with 
clients to set goals and make changes, primarily clients come to them seeking assistance with 
healing trauma, overcoming abuse, treating addiction or treating mental illness. 


Because therapists have a specialized graduate degree and clinical training, they have an 
extensive foundation of knowledge about the mind, biology, and human behavior. They are 
qualified to help clients in these sensitive areas, and, more importantly, they are properly trained 
on how to handle the volatile nature of these situations. 


Working with Clients Who Also Need Therapy 


Sometimes when coaching a client, an unexpected deep trauma can surface or it can become 
apparent this person is dealing with a deeper mental health issue than you are qualified to help 
them with. In this case, especially if the person expresses the possibility of harming themselves 
or others, it is your MORAL OBLIGATION to refer this person to work with a properly trained, 
licensed mental health professional. Failure to do so can lead to legal liability. 


This is the best thing you can do to help them. You can continue to work with them as a coach if 
they seek the treatment they need, however it is not good for you or the client to continue to 
work together if they are not being properly treated. 


So, you might be wondering, how can you tell if a person has mental illness or trauma that would 
require therapy? 
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Anxiety and Depression 


Working with people who experience anxiety, sadness, or mild depression is okay because those 
are normal human emotions, however the following higher-level manifestations of anxiety and 
depression are signals that the person needs help that a life coach is not qualified to provide: 


e Incapacitation or inability to function in daily life 
e Panic attacks that cause harm or require hospitalization 
e Suicidal thoughts, history or tendencies 


Mental Illness 


We do not recommend life coaches intentionally work with clients who have been diagnosed 
with mental illness or personality disorders such as psychopath, sociopath, borderline personality 
disorder, obsessive compulsive disorder, multiple personality disorder, bipolar disorder, PTSD, 
etc. 


However, this does not mean that life coaches cannot COACH people who fall under these 
categories, as long as the person is also receiving adequate treatment. 


In these situations, the life coaches are not addressing the underlying illness. Instead, they are 
supporting the person to make life changes, set goals, and practice new ways of thinking. 


Signs that your client may have mental illness and/or may not be coachable: 


Incoherent or illogical thinking patterns 

Inconsistent stories, beliefs or common flip-flopping opinions 

Regular poor decision making, even after discussing in detail the right decision 
Inappropriate attachment to the coach, neediness, or romantic advances 
Irresponsibility, such as repeatedly missing appointments or not following through on 
agreed upon action steps 

e Explosive or hostile reaction to insights or recommendations made by the coach 


Remember, it is always up to you to terminate the relationship with any client that is not 
coachable, not compatible, or needs help that you do not feel comfortable providing. 


As coaches, we are here to empower people to live better lives, not heal them or cure their 
illness. And we definitely do NOT want to do them harm, so just like the Hippocratic Oath for 
medical professionals, we must all commit to the CORE ethical standard in the industry, which is 
“first do no harm”. 
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Life Coaching Vs Consulting (and the Niche Coaching Hybrid) 


Who Holds the Power? 


The biggest difference between coaching and consulting is who holds the power. In consulting 
the consultant holds the power in the relationship, while in coaching the client holds the power. 
A consultant holds the answers, while a coach helps their client find their own answers. 


Consulting requires that the consultant have expertise in the area that the client seeks to learn and 
grow. The consultant provides advice and often teaches the client specific tools, skills, or 
knowledge. Sometimes, a consultant is in a longer-term relationship with their client, acting as a 
mentor. 


In traditional life coaching, it is believed that a life coach’s role is not to give advice. A general 
life coach goal does not need to have specific knowledge or experience in the topic area that the 
client wishes to improve. The coach instead offers expertise in the change, goal attainment, and 
accountability process, which is effective regardless of whether the client is seeking to lose 
weight, make changes in their business, learn a new skill, or stop a habit. 


However, as the life coaching industry has evolved, what has become the most popular and 
successful type of coaching is a consulting-coaching hybrid, referred to as niche life coaching. 


In this case, the coach has expertise, knowledge or experience in a particular area and coaches 
their clients to improve in that area. In this way, a life coach is like a guide or a mentor. 


Niche coaching means that instead of coaching a client on any goal they have, you focus your 
coaching around a very specific type of goal that YOU are uniquely able to address with clients. 


For instance: 


Your career experience can serve as a catalyst for your client’s careers 

Your experience as an entrepreneur can help your clients start a business 

Your expertise as a sales professional can help people in your field 

Your experience overcoming a specific type of life obstacle can be used to help others 
who are experiencing the same struggles or pain 


In this case, your coaching program would be designed to walk your clients through the process 
you took to get the results you have achieved in your life. It’s a little bit advice, a little bit 
education or training, and a lot support and accountability, just like a general coach. The more 
specific, specialized, and expert your knowledge and experience are, the more like a consultant 
you become. 


This doesn’t mean you are fixing anyone, that you hold all the answers, or that you know what’s 
best for them, it just means that you have value to share from your own experience, in addition to 
helping the client determine their goals and hold them accountable as they make life changes. 


Why Niche Coaching is the Key to Success 


Focusing your life coaching around a specific niche area is the most profitable AND fulfilling 
type of coaching because... 


e You’re coaching based on WHO YOU ARE—your unique gift—making you qualified 
and confident right from the start! 
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e Your ideal clients SPECIFICALLY want what you have to offer—and you can offer 
them the exact RESULT they are looking for. 

e Because your niche is highly targeted—and this is the SECRET KEY—you can easily 
find and connect to your ideal clients 


So, what is your niche? Your gift? In what way can you, uniquely, help your clients transform 
their lives? 
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What Does it Take to be a Successful Life Coach? 


When we first started coaching it was a brand-new industry. There were no best practices and 
barely anyone out there to learn from. As pioneers, we had to learn through trial and error. After 
over a decade in the life coaching field, we learned the hard way what worked and what didn’t. 
And, through extensive research, ongoing training, and working with thousands of other life 
coaches, everything we learned has been reinforced over and over again. 


e The secret to success as a life coach isn’t dependent on having an expensive credential or 
where you got your training. 
e The secret to success isn’t how fancy your website is, how perfect your Instagram photos 
are, or how much you spend on your marketing. 
e The truth is that many of the most successful life coaches do not have ANY credentials or 
use complicated, expensive marketing strategies. 
Success as a life coach comes down to two things: 
e You 
e Your clients 
And the magic formula that makes those two things come together is: 
Competency + Marketing = Life Coaching Success 
Let’s break that down: 
COMPETENCY (aka, being an effective coach) 
+ MARKETING and business skills (aka, reaching the right clients) 
= Great RESULTS for your clients and PROFITABILITY for you 


Now, it’s important to point out here that life coaches get into the field because they want to help 
people. However, they often get so wrapped up in the first component of this formula— 
competency—that they miss the whole point of life coaching, which is to help their clients get 
the RESULTS that they want! 


You can’t get your clients results if you don’t have clients! 


Being a great coach is not enough. There are marvelously talented coaches out there that can 
transform people’s lives, yet who have exactly zero clients. 


This is because, due to the life-coaching-is-a-business-not-a-job nature of coaching, many great 
potential coaches hide behind their talent and passion and never put themselves out there. 


And it’s a shame. We believe that if you can help people transform their lives, it is your moral 
obligation to TELL THEM. Through marketing. 


BUT THERE IS GOOD NEWS! 


Being a successful life coach doesn’t have to be scary, expensive, take a long time, or involve 
overwhelming, complicated marketing (yuck)! 


Let’s take a look at the The 4 Keys: A Roadmap to Life Coaching Success, which can act as a step-by-step 
guide that shows you exactly what you need to learn and do to create a thriving life coaching 
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business that allows you to profit from your purpose and make the difference in this world that 
you are meant to make. 


The 4 Keys: A Roadmap to Life Coaching Success 
The first two keys develop the first component of life coaching success: COMPETENCY. 
1) HOW to Coach 


Just like learning any new skill or pursuing any new career, the first step is to learn the core skills 
required to be a life coach. 


e Coaching industry best practices, including coaching ethics, how to structure a coaching 
session, and the roles of a life coach 

Communication techniques that build trust, openness and rapport 

Listening techniques and understanding body language and vocal cues 

Questioning techniques in order to guide clients to greater reflection and clarity 
Understand the psychological foundation of human potential and change 


2) WHAT Your Clients Want 


In addition to developing the essential skills of life coaching, you also need to learn how to help 
your clients achieve what they WANT. HOW to coach involves using the SKILLS of a coach. 
WHAT you are doing with your clients depends on what your client WANTS—aka, the 
RESULTS they are looking for. Once you know this, you can use proven processes that help 
guide your client in the DIRECTION of what they want. 


e Structured, step-by-step processes for achieving specific desired results 

e Proven tools and strategies for helping clients identify what they want and set achievable 
goals 

e Concrete strategies for helping clients create actionable plans in pursuit of their goals 

e Coaching strategies for holding clients accountable 

e Proven tools and strategies for empowering clients to overcome resistance and limiting 
beliefs 


The second two keys develop the second component of life coaching success: MARKETING. 
3) WHO Your Clients Are and WHERE to Find Them 


In order to know what your clients WANT, you need to know who your clients ARE. Coaching 
isn’t about you and what you like to do, it’s about your clients and what problem you can help 
them with. If your client doesn’t have a problem, you don’t have a client. Once you know who 
your clients are and what they need, you know what to offer them and where to find them. 


HINT: THIS IS THE #1 SECRET KEY TO LIFE COACHING SUCCESS THAT MOST LIFE 
COACHES MISS! 


e Identify your unique GIFT. Consider what expertise you have that clients would benefit 
to learn from you, as a guide. Consider what experience you have (personally or 
professionally) that makes you uniquely able to relate to and help people in a similar 
situation. Focusing your coaching around WHO YOU ARE gives you a head start 
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e You've already gotten results for yourself, so now how can you help your clients achieve 
these same results? 

e Identify your coaching focus or NICHE. Consider, based on your gifts, in what specific 
way you want to help people. Identify what life category or goal do you want to focus on, 
whether it’s with their health, career, relationships, happiness, finding their purpose, 
increasing their confidence, mastering their monkey mind, creating massive life changes, 
or coping with loss. What SPECIFICALLY can you help them to change, overcome, or 
achieve? 

e Identify your TRIBE of ideal clients within this niche. Considering your coaching focus, 
WHO are these people? What does their life look like? Most importantly, what specific 
problem do they have, why does it matter to them, and how you can help them solve the 
problem? And finally, what RESULTS they will experience by solving this problem? 

e Identify the LANGUAGE your tribe uses to talk about their problem. How do they feel? 
What do they tell others about their problem? What would they search for in Google? 
Learn your tribe’s language, and then speak to them in words they will relate to. 

e Identify WHERE your ideal clients are. Once you have identified the specific people you 
want to work with, who need what you have to offer, learn as much about them as you 
can. Where do they do business? What websites do they go to frequently? What other 
people or businesses do they already do business with? (More about this in the next key.) 


4) MARKET Your Services 


And, finally, you can have superb coaching skills, a coaching toolbox filled with the best 
processes, and a clear niche based on your unique gift—however if you do not learn business and 
marketing skills, no one will know about you! Do NOT allow yourself to remain a “best kept 
secret”. The world NEEDS you! The first part of marketing your services is to, well, have a 
clearly defined service to OFFER. Then, the second part of marketing your services is to learn 
proven marketing skills. 


e Decide how to structure your coaching business, including how and where you will meet 
with your clients, the duration of your sessions and programs, and how clients can enroll 

e Design life coaching packages that guide your clients to achieve the specific result you 
are offering them 

e Research your industry and your market to understand what your clients will pay for and 
how much you should charge them (charge what you’re worth!) 

e Develop materials (including questionnaires, worksheets and forms) to use with your 
clients during sessions and for assigning at-home activities 


And, then once you have your coaching package so you can offer your services, put it out there! 


e Look back at WHERE you identified your clients are and go there! Join online forums or 
groups, attend industry events, network, collaborate with business who already know 
these people. Becoming part of the community of people you are looking to serve is the 
best way to understand and connect to them. And joint ventures is the best way to access 
a large group of highly-targeted potential clients (and it’s free!). HINT: A really effective 
way of putting yourself in front of an ideal audience is through SPEAKING! 

e Learn how to offer free, introductory coaching sessions as a way of offering real value for 
your potential clients, giving them an opportunity to experience what your coaching has 
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to offer while determining if they’re a good client for you and having an opportunity to 
make your offer. 

e Study success! Follow other life coaches and see what they do, whether it’s how they 
utilize social media, what events they attend or speak at, how they offer their coaching 
packages, and even how they post their advertising! 

e Commit yourself to never-ending improvement and lifelong learning. Invest in yourself, 
your business, and your clients! 


And so there you have it! A roadmap to life coaching success! 


e HOW: Learn proven strategies and techniques that give you the skills to be an effective 
life coach 

e WHAT: Learn and create step-by-step processes that guide your clients to achieve the 
specific results they want 


These first two keys will develop your coaching COMPETENCY! 


e WHO & WHERE: Identify who your ideal clients are, what problems they have, how you 
can solve their problems, and where you can connect with them 

e MARKET: Structure your coaching in a way that packages your unique gifts into a 
results-oriented program you can offer clients, and learn marketing strategies that have 
been proven to work for life coaches, such as joint ventures, speaking and free sessions. 

e Most importantly, GET STARTED (don’t wait for everything to be perfect) and KEEP 
GOING (by continuing to learn and grow as you go)! 


Becoming a successful life coach is a hero’s journey. There will be challenges and there will be 
guides along the way. There will be mistakes and lessons that serve your continued evolution. 
You will feel lost and afraid but you will continue to answer the call to fulfill your greater 
purpose. Your journey of hardship and victory will bring you to the ultimate end result— 
becoming who you are meant to be—and fulfilling your destiny by sharing your true gift with 
those you are meant to serve. 


Journey on! 


We would be honored to be part of your life coaching journey! Check out our other videos as 
well as our online training and certification programs that cover all of the keys to life coaching 
success discussed in this video. We’ve been there, we’ve walked this path, and we can help you 
past the road blocks and give you a shortcut to success. Regardless of where you get training or 
who you serve, we encourage you to take that next step, and then the next one and the next. We 
believe in your powerful potential and we wish you much success! 
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NLP and Coaching Presuppositions 


A presupposition is a belief that we pre-suppose or assume before working with clients. 
Have respect for the other person’s model of the world. 


We are all unique and experience the world in different ways. Everyone is individual and has 
their own special way of being. 


The map is not the territory. 


People respond to their ‘map’ of reality, not to reality itself. How people make sense of the world 
around them is through their senses and from their own personal experience; this means that each 
individual's perception of an event is different. 


Mind and body form a linked system. 

Your mental attitude affects your body and your health and, in turn, how you behave. 
If what you are doing isn't working, do something else. 

Flexibility is the key to success. 

Choice is better than no choice. 

Having options can provide more opportunities for achieving results. 

We are always communicating. 


Even when we remain silent, we are communicating. Non-verbal communication can account for 
a large proportion of a message. 


The meaning of your communication is the response you get. 


While your intention may be clear to you, it is the other person's interpretation and response that 
reflects your effectiveness. NLP teaches you the skills and flexibility to ensure that the message 
you send equals the message they receive. 


There is no failure, only feedback. 


What seemed like failure can be thought of as success that just stopped too soon. With this 
understanding, we can stop blaming ourselves and others, find solutions and improve the quality 
of what we do. 


Behind every behavior there is a positive intention. 


When we understand that other people have some positive intention in what they say and do 
(however annoying and negative it may seem to us), it can be easier to stop getting angry and 
start to move forward. 


Anything can be accomplished if the task is broken down into small enough steps. 


Achievement becomes easier if activities are manageable; NLP can help you learn how to 
analyze what needs to be done and find ways to be both efficient and effective. 
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Life Coaching Disclaimer and Code of Ethics 


As a professional life coach, you commit to upholding life coaching industry standards for ethics, 
including those outlined below: 


Scope of Coaching 


e Clearly communicate to the client and unsure they understand the differences between 
life coaching and therapy 

e Clearly communicate the limits of coaching, as life coaches are not trained to diagnose or 
treat any form of mental illness. 

e Clearly communicate the role of both the life coach and the client in the coaching 
relationship. 


Coaching Agreement 


e Sign a coaching agreement with all clients prior to the first session. Include the 
information discussed above as well as financial agreements, expectations for both coach 
and client, and your termination policy. 

e Refrain from coaching clients under the age of 18 without written consent of a parent or 
guardian. 


Integrity 


e Ensure your stated qualifications are clear and honest, including career experience, 
expertise, training, and certifications. 

e Uphold and respect an equitable coach/client relationship, regardless of compensation. 

e Refrain from making any claims of results or implications of outcomes that you cannot 
demonstrate or guarantee. 


Conflict of Interest 


e Be self-aware of your personal biases and/or conflicts of interest, including disclosing 
any such conflict and terminating the coaching relationship should your biases or 
conflicts make you unable to provide appropriate services. 


Confidentiality 


e Treat all clients and potential clients of all backgrounds, including race, ethnicity, 
religion, nation of origin, gender, sexuality, or any other characteristic, with positive 
regard, respect and dignity. 

e Maintain, store and dispose of any records, whether through electronic communications, 
in printed form or electronic files, created as a result of your coaching relationship in a 
manner that protects your clients’ confidentiality, privacy and security and complies with 
any applicable agreements and laws. 

e Obtain written permission from any client before using their names in testimonials or 
references. 

e Disclose, upfront, that in the event your client displays or discloses intent to harm 
themselves or others, you are required to report to the authorities. 
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Biases 


Everyone has biases, but often we don’t realize it. Ask yourself the following questions to 
evaluate your own biases. Knowing these will help you know if there are any clients who are not 
a good fit for you. As a coach you must be unbiased and non-judgmental, so it is important to be 
honest with yourself. 


Common biases exist in the following areas. Do you have any strong beliefs, preferences or 
dislikes for anything related to the following categories? (Write your thoughts below.) 


Age: 
Religion: 
Sexuality: 
Weapons: 
Gender: 
Skin-tone: 
Weight: 
Ethnicity: 
Race: 
Disabilities: 
Other: 


If you’re not sure if you have any biases in these categories, find out by taking the Implicit 
Association Test here: https://implicit.harvard.edu/implicit/takeatest.html 


Do you have any clients that you will not be able to work with because of certain biases you feel 
may impact you? 


Is it fair to them if you have these biases? 

Do you believe any particular bias would impact your coaching practice? 

How did you develop these biases? If you have any strong ones, why are they so powerful? 
How do biases impact you and others in your life in positive and/or negative ways? 

Do any of your biases own you (you feel like you can't change it or help it)? 


If you want to change it, in what ways may you be able to expose yourself to ideas, people or 
experience that may help you overcome your bias? 
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Intake Process and Questionnaire 


We have put together this structured intake session checklist to help you prepare for your first 
coaching session. An intake session is about setting the scene, helping manage your clients 
expectations ie. what they can expect from you as their coach and vice versa, understanding what 
they want to achieve, ensuring any administrative processes are clear and answering any 
questions. 


This is by no means an exhaustive list and the order is not cast in stone. What you will cover, and 
in what order will depend on what ground you have already covered prior to them deciding to 
undertake coaching. 


Introduction 


Purpose and duration of the intake session 
Clarification of what coaching is / is not 


Administration 


Agreement of number of sessions scheduled and dates 
Payment terms 

Coaching contract/agreement 

What the service includes 

What notes will be written up/fed back 

Methods of communication 

Ground rules for missed or late sessions 


The coaching session 


Getting the most from your session — clearing inner space 
Structure of session 

Who will take notes 

What is needed for each session — pens/paper, diary 


The coach —client relationship 


What the client can expect from their coach 

What client wants from their coach 

Openness and honesty 

Confidentiality 

Equality in the relationship 

Agenda belongs to the client 

Responsibility and accountability for achievement of actions 


Assessment of where client is now 


Wheel of Life 

Pre-coaching questionnaires 

Other assessments 

What is important to the client — values 
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Goals 


e What the client wants to achieve from coaching — long, medium, short term 
e Priority areas 


Wrap up 


e Any questions/concerns 
e Confirmation of next session — date/time 
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Intake Process and Questionnaire 


Pre-Coaching Questionnaire 


Below is a sample pre coaching questionnaire (or sample questions you might want to use). It is 
NOT recommended to simply use this list (or any of our other samples). You want to evaluate 
each question to assess if asking it will accomplish anything or just give your client busy work. 
Evaluate what questions YOU want based on the following questionnaire guidelines: 


Be clear on what purpose it will serve — is it to gain information for your benefit, or it is 
more about raising your own client’s awareness? 

Ensure each question has a clear purpose and don’t ask questions you have already asked 
and explored 

Review and explore the responses with your client 

Don’t take written answers at face value — be prepared to probe 

Tailor your questions to the needs of each client 


Sample Pre-Coaching Questionnaire - Example Questions 


What are the 3 biggest changes you want to make in your life over the next 5 years? 
What 3 goals do you want to achieve within the next 3 months? 

If anything was possible what would you wish for? 

What have been your 3 greatest successes to date? 

What is the greatest challenge you have had to overcome? 

What major changes have you been faced with over the last couple of years? 

What is most important to you in your life and why? 

Who are most important to you in your life — what do they provide you with? 

Is your life one of your choosing? If not who is choosing it for you? 

On a scale of 1 -10 how happy are you with your life right now? What are the things that 
make you happy? 

On a scale of 1-10 how motivated are you in your work/personal life? What motivates 
you? 

On a scale of | -10 how stressed do you feel right now — what are your key stressors? 
List 5 things that you feel you are ‘putting up with’ right now? 

What would you like your coach to do if you struggle with your goals? 

How will you know when you are receiving value from the coaching process? 

What approaches motivate /demotivate you? 

What would you like from your coach during your sessions? Rate each of the following 
on a scale of 1 -10 where 1 is not at all important and 10 is extremely important: 


Providing encouragement and support 
Helping define goals 

Helping to identify action and next steps 
Challenging you with difficult questions 
Providing honest and direct feedback 
Making you accountable for your goals 


Gaining clarity of issues 
Understanding what is important /what 
motivates me 

Exploring and understanding what is 
holding me back 

Gaining an insight into who I am, my 
strengths, capabilities and potential 


00000 0 
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Intake Process and Questionnaire 


Client Coaching Questionnaire 
NAME: DATE: 
ADDRESS: 


V/CODE: 
PHONE: MOBILE: 
EMAIL: 


As coach, it's important for me to understand how you view the world in general and yourself in 
particular. Each person has a unique way of thinking and a unique way of interacting with those around 
him or her. 


Answer each of these questions as clearly and thoughtfully as possible, expressing the best of who you 
are. These are "pondering" questions designed to stimulate your thinking in a particular way that will 
make our work together even more productive. I suggest that you take several days to compose your 
responses to these questions. Thank you. 


Coaching 


1. What do you want to make sure you get from the coaching relationship? (maybe write 
down 2 or 3 things that occur to you) 

2. How do you want me to be as your coach? 

3. What do you want to work on in coaching? 

4. What two steps could you take immediately that would make the greatest difference in 
your current situation(s)? 

5. What can I say to you when you are most "stuck" that will return you to action? 

6. What changes might you need to make in order to help your coaching be successful? 

7. Ifyou trusted your coach enough to tell him or her how to manage you most effectively, 
what tips would you give? 


Career (if applicable) 


What do you want from your career / job? 

What are your key career goals? 

What skills or knowledge are you developing? 

How do your career goals support your personal goals? 
What do you want to do to support your career goals? 


Ge oS 


Personal 


1. What accomplishments must, in your opinion, occur during your lifetime so that you will 
consider your life to have been satisfying and well lived — a life of few or no regrets? 

2. If there were a secret passion in your life, what would it be? 

3. What do you consider your role to be in your local community? In your country? In the 
world? 
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13. 


. If you could devote your life to serving others — and still have the money and lifestyle 


you need — would you do it? How would it look? 

Write down 2-3 things that are really working well for you. 

What do you do when you're really up against it? 

If you had a 5-year goal and you had the continuing services of a coach to help you make 
it happen (and money were not an issue), what would that goal be? What differences 
would working with a coach make? 


. What's missing in your life? What would make your life more fulfilling? 


What activities have special meaning for you? 


. Who are the significant people in your life? 
. What have been the significant events in your life? 
. Tell me about a time(s) when you were operating at "peak performance", when things 


were going well for you, you were "on top of your game", you were pleased with what 
you were doing or accomplishing. What was going on? Who else was involved? How did 
you feel? (This is no time for modesty — tell it like it was.) 

Do you believe in God or in the concept of a higher power? If so, describe the most 
useful and empowering aspects of your relationship with God. If not, what reference 
point do you use? 
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Intake Process and Questionnaire 


Life Coaching Interview Questions 
1. Energy and passion: Where do you get your energy — what motivates and turns you on? 
What are your passionate about? 
. Emotion: What moves you to tears of joy/sorrow? 
. Pleasure: How do you like to enjoy yourself? What do you enjoy doing? 
. Stress release: What do you find works for you to release stress? 
. Responsibility: Where are you likely to be most irresponsible? 
. Control: What emotion (anger, fear, anxiety, etc) makes you feel most out of control? 
. Sabotage: How might you sabotage your coaching progress and our professional relationship? 


. Results: How will you know how effective our coaching has been? 
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. Coaching preference: How can I best coach you? For instance, do you like lots of structure or 
things done informally or a mix of both? 


10. Learning style: Do you find you learn best predominantly by listening, seeing or doing, or 
an equal combination of all three? 

11. Goals: Do you understand that I support YOU, not just your goals? 

12. Values: What are your values — the things in life that are really important to you? If you are 
not sure of this we will find out as part of the coaching process. 

13. Business/career opportunities: What business/career opportunities you are currently not 
making the most/anything of? 

14. Personal Aspirations: What are three personal desires you are currently not pursuing? 

15. Poor relationships: Is there anyone in your life who is constantly putting you down, making 
you feel inadequate or whom you feel you have to tread carefully around? 

16. Challenges: What is the biggest challenge you have in your life right now? 

17. Priority: What is your most urgent problem? 


18. Control: What emotion makes you feel most out of control? 
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General Session Outline 


When conducting a coaching session of any kind, it is important to cover key coaching areas. 
The following coaching session outline is an example of a concrete structure that you can use 
with your clients. Depending in your coaching niche, your sessions may look very different than 
this. 


Review progress or changes since last session, including homework 
Determine goal in client’s life they wish to address and plan for 
Reality check: where are they in comparison to where they want to be 
Explore options, solutions and needed action steps 

Help client make a plan and agree to action steps 

Assign homework 


oie to 


Remember, the benefit of hiring a coach is that the client has a concrete structure to hold them 
accountable. It is always your role to direct the session and ensure goals for the session, such as 
identifying options and determining action steps, are accomplished. 
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Communicating Roles and Expectations 


Below is a segment of a sample coaching agreement, in which the coach is identifying the roles 
of coach and client, in order to gain agreement. Consider including such a clause in your own. 


As a client, your role is to: 


Make our coaching sessions a priority. You have chosen to invest in yourself. Please take 
time before each session to review what we have been working on. Please ensure any 
action steps or homework you decided on has been accomplished to the best of your 
ability. The most crucial part is for you to have an idea of what you'd like to take away 
from the session. Coaching is strongly based on the client’s agenda. 

Please arrive to every session on time. 

Come to your session centered and be open-minded. Be willing to change your beliefs 
and patterns if they do not serve you anymore. 

Give me feedback in the moment about your coaching experience —what works as well as 
what doesn’t. Do not ever worry about hurting my feelings or fear what I might think. I 
am here to support you not judge you or make decisions for you. If something I say does 
not resonate with you, I want to know about it. 


My Role 


I will listen closely to you, respond to what I hear and ask questions. If I hear something 
in your voice or body language that sparks an intuitive idea, thought or image, I’m likely 
to share it and ask you questions about it. Often it is these small nuances that create the 
bigger shifts for clients. Remember, if it doesn’t resonate, tell me. I’m not attached to 
being right. 

At the end of the session, if you do not mention what actions you are ready to take, I will 
make a coach request. I ask clients to stretch themselves, deepen the work done in the 
sessions by either journaling at home, taking a defined action, resolving relationships or 
tackling things that feel incomplete. You are free to negotiate, accept or decline. Most of 
the work will be in regards to self- awareness and powerful choice. 


Extra Time 


Between sessions, if you have questions, a brief update, or want to bounce some ideas 
around, please contact me by email. Please keep these contacts succinct. If it seems like it 
will be better served as session material, I'll suggest that. 


Schedule Changes 


Please give our session high priority and arrange your schedule to honor our agreed upon 
time. If you must reschedule, I ask you to give me 24 hours notice or as soon as you are 
able. I will not reschedule no-shows. Because I am holding an appointment for you and 
will be unable to fit another client in with less than 24 hours notice, a $50 session fee will 
be charged for sessions canceled at the last minute. Emergencies are an exception. 
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COACHING SKILLS: 
COMMUNICATION, LISTENING 
AND QUESTIONING 


Active Listening 


The purpose of listening is to obtain information, learn about the other’s perspective, gain deeper 
understand, and enjoy the process. 


As a coach, you should be doing: 
70% listening 
30% questioning 
When coaching: 


e Give your client your full attention 

e Looking at them 

e No distractions: Do not have anything around you to distract you (don’t be on your 
computer or phone, doing anything else, have others around, etc) 

e Take notes 


4 Steps to Effective, Active Listening 


Step 1: Listen 

Step 2: Acknowledge 

Step 3: Clarify (reflective listening or paraphrasing, see other video) 
Step 4: Respond 

1. Start at 1 again 

2. Discuss options 

3. Ask a question (see question videos) 
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Reflective Listening (Paraphrasing) 


Paraphrasing is repeating, in your words, what you interpreted someone else to be saying. Doing 
this helps your client know you are fully paying attention and, even more importantly, helps you 
make sure you understood what they said correctly, leading to further clarity. 


Below are tips for paraphrasing: 


Put the focus of the paraphrase on what the other person implied, not on what you wanted 
him/her to imply, e.g., don’t say, “I believe what you meant to say was ...”. Instead, say 
“Tf Pm hearing you right, you conveyed that ...?” 

Phrase the paraphrase as a question, “So you’re saying that ...?”, so that the other person 
has the responsibility and opportunity to refine his/her original comments in response to 
your question. 

Put the focus of the paraphrase on the other person, e.g., if the person said, “I don’t get 
enough resources to do what I want,” then don’t paraphrase, “We probably all don’t get 
what we want, right?” 

Put the ownership of the paraphrase on yourself, e.g., “If I’m hearing you right ...?” or 
“If I understand you correctly ...?” 

Put the ownership of the other person’s words on him/her, e.g., say “If I understand you 
right, you’re saying that ...?” or “... you believe that ...?” or “... you feel that ...?” 

In the paraphrase, use some of the words that the other person used. For example, if the 
other person said, “I think we should do more planning around here.” You might 
paraphrase, “If I’m hearing you right in this strategic planning workshop, you believe that 
more strategic planning should be done in our community?” 

Don’t judge or evaluate the other person’s comments, e.g., don’t say, “I wonder if you 
really believe that?” or “Don’t you feel out-on-a-limb making that comment?” 

You can use a paraphrase to validate your impression of the other’s comments, e.g., you 
could say, “So you were frustrated when ...?” 

The paraphrase should be shorter than the original comments made by the other person. 
If the other person responds to your paraphrase that you still don’t understand him/her, 
then give the other person 1-2 chances to restate his position. Then you might cease the 
paraphrasing; otherwise, you might embarrass or provoke the other person. 
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Empathetic Listening 


Empathetic listening is paying attention to another person with empathy (identifying their 
emotional state). Active listening and paraphrasing is when you repeat back to the person what 
you think she or he said to make certain you understand. Empathetic listening is when you ask 
how the person feels about the situation or make a statement about how you believe the person 
feels. Empathetic listening goes beyond simply acknowledging what the client is saying and 
acknowledges how they are feeling, even if they aren’t saying it. 


For example, a student might say, "My dog got hit by a car this morning." An active listening 
response might be, "Your dog got hit by a car?" or "Was it hurt?" An empathetic response might 
be, "I can see this has upset you. Do you want to talk about it?" 


Sympathy vs. Empathy 


Empathy is not sympathy. Whereas sympathy is "feeling for someone," empathy is "feeling as 
someone." For example, you may feel badly for your client, or better put—feeling about their 
situation. To differentiate, many people say that empathy is “putting yourself in their shoes” and 
feeling as they would. 


Listening empathetically means being able to put yourself aside. It requires listening without 
judgment, even when you have an opposing view or disagree with your client. It differentiates 
between acknowledging and approving or agreeing. Your opinion is irrelevant. You aren’t trying 
to solve their problem. You are simply listening, fully, and tuning into how they are feeling. 


Putting yourself aside also means refraining from imagining how YOU would feel if it were 
YOU. Sound contradictory? It’s not. And here is where many people go wrong with their 
understanding of empathy and putting themselves in other people’s shoes. 


First, let’s discuss another commonly misunderstood concept. 
The Golden Rule: Do unto others the way you would have them do unto you. 


Most people interpret this as: determine how you would want others to treat you and then treat 
them that way. Seems simple enough if you’re talking about respect or being polite. But the 
simple example of someone being sick quickly shows the error in this interpretation of the 
golden rule. When you are sick, do you enjoy being doted on and having someone take care of 
you? Or, do you prefer to be left alone in your peace? If you prefer the doting, you may—while 
trying to use the golden rule—dote on others who are sick. But what if they prefer to be left 
alone? You are doing unto them as YOU would want done unto you. But, it’s not what THEY 
want. They want to be left alone. And so here is the true meaning of the golden rule: 


The Golden Rule: Determine what others would want done unto them and do that. That is 
what you would want done for you, isn’t it? 


Now, let’s look at “empathy is putting yourself in another person’s shoes”. Where many people 
get hung up is that they imagine themselves being in the same position as the other person, 
asking themselves “how would I feel if it were me?” However, when they do this they are 
putting THEMSELVES into the situation. It’s good—it’s closer to empathy, but if they look 
down they’ Il see they are wearing their OWN shoes, not the shoes of the other person. 


To truly empathize, you must take on your CLIENT’S perspective, not your own. 
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Rather than viewing what your client is expressing (saying or feeling) through your own filters— 
your own experiences, your own beliefs, your own feelings—your goal is to remain open and be 
able to understand them from their own perspective. 


e Anm I feeling bad for my client? If so, it’s sympathy. 

e Am I talking too much or relating their situation to something in my own life experience? 
If so, it’s not a bad thing. But it would be better if you noticed this, and shifted your 
attention back to your client. Resist any temptation to talk about yourself in order to find 
common ground. First, just listen and focus on THEM, not you. 

e Am] imagining myself being in their position? If so, good... now take it one step further 
and check if you still have your shoes on. Remove all judgmental thoughts, such as “this 
is bad”. Instead of thinking “if this were ME, I would feel __” ask yourself, “if I were 
THEM, knowing what I know about them, I how would I feel?” If you don’t know 
enough about them and their situation to differentiate between how they may be feeling 
vs. how they would feel, ask additional questions. 


The point here is that just because you feel emotional regarding what your client is expressing 
does not necessarily mean you are empathizing. It is important to know that you are feeling your 
OWN emotions, not theirs, and to practice minimizing this. To pick up on someone else’s 
emotion, first you must stop having your own. Then you can pick up another’s feelings 
empathetically by observing cues of their physical state—tears, tone of voice, posture, language, 
expression, etc and even feeling their energetic field. You can then take their perspective, as if 
you were THEM and imagine what it would be like. In this case, your empathy is based on 
observation and carefully assuming their position rather than your knee jerk emotional response. 


The goal of empathetic listening is to listen and respond to them in a way that: 


a) Increases your true understanding of their perspective, frame of reference and feelings 
b) Makes them feel understood, affirmed, validated and that they can trust you 


By doing this you can more accurately perceive your client’s true desires and guide them 
appropriately. By showing your client you are listening and understanding them you develop 
trust and respect and it promotes them being more likely to hear you when you need to coach 
them to push through their resistance or obstacles. 


For example, in a hospital a nurse might say, after listening to a patient: “I hear that you are 
very uncomfortable right now, Susan, and you would really like to get out of that bed and 
move around. But your doctor says your bones won’t heal unless you stay put for another 
week.” The patient in this example is much more likely to listen to the nurse than if the nurse 
simply said: “I’m really sorry, Susan, but you have to stay in bed. Your doctor says your bones 
won’t heal unless you stay put for another week.” What is missing in this second version is 
any acknowledgment of the patient’s present experience. 


Steps to Empathetic Listening: 


1. Provide the speaker with your undivided attention. 

2. Be non-judgmental. Don’t minimize or trivialize the speaker’s issue. Don’t confuse it for 
your own issue. 

3. Read the speaker’s state. Observe the emotions behind the words. Is the speaker angry, 
afraid, frustrated, resistant, or resentful? Respond to the emotion as well as the words. 
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4. Be quiet. Don’t feel you must have an immediate reply. Often if you allow for some quiet 
after the client has expressed themselves, they themselves will break the silence and offer 
a solution. 

5. Assure your understanding. Ask clarifying questions and restate what you perceive the 
speaker to be saying AND, specifically, feeling. 

6. The last step, then is to move forward with the coaching process of giving them your 
observations, feedback, and examples and then discussing options and strategies for 
change. 
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Types of Coaching Questions 


e Reframing Questions: “What can you learn from this?”—Helps them find a new 
perspective. Helpful if they’re having a hard time seeing past an obstacle or feeling like a 
victim. 

e Focusing Questions: “What is the first thing you need to do?”—Helps direct them 
toward action and/or back onto their goal/outcome. 

e Expanding Questions: “What would youdoif _?”—Helps them consider how 
different options would lead to different outcomes. 

e Open Ended Questions: “How do you feel about __?”—Avoid these, as they can be 
time consuming and are unfocused. They are appropriate during discovery, although 
specific questions are better. 

e Reflective Questions: “You said ___, may I ask you why?”—Helps them reflect on their 
own thoughts and beliefs. May uncover a deeper reason. 

e Challenging: “How do you know that?”—Helps the client understand why they believe 
what they believe. 

e Leading Questions: "Do you want to stay with this organization you've invested so 
much in?" or “Does that make you feel frustrated?”—Avoid questions that imply your 
opinion or judgment (like the first one) or assume the answer (like the second one). 
Instead ask “Do you want to stay with this organization?” or “How does that make you 
feel?” However, when selling your services, leading questions can be helpful. For 
example, “When would you like to make your next appointment?” and “Are you going to 
invest in your future by enrolling in this program?” 

e Closed Questions: “Are you going to carry out this action this week?”—Avoid “yes” or 
“no” questions. They may be naturally inclined to say ‘yes.’ If, however, if you ask, “on 
a scale of 1-10 how committed are you to carrying out this action” you are more likely to 
stimulate the coachee to consider the question more deeply and answer honestly. 

e Rephrasing WHY—‘Why” is philosophical. The other question words—who, what, 
when, where, and how—are much more concrete and useful for coaching. When you 
want to get to the cause, instead ask questions such as: 

e “What makes you think that?” 

e “What is it that attracts you to this option at this time?” 
e “How did you arrive at this decision?” 

e “What other options have you explored?” 
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Probing Questions 


Probing questions help you get to the bottom of what your client means. Rather than taking what 
they say or answer at face value, use the following questions to help clarify why they believe 
what they do and what the reason is behind what they say. 


When Your Client Is: 


Ask: 


Mind reading: Assuming someone’s internal 
state. 
i.e.: “She doesn’t like me.” 


How do you know she doesn’t like you? 


Judging: Source of judgment is left out. 


i.e.: “It’s bad to be dishonest.” 


Who says it’s bad? According to whom? How 
do you know it’s bad? 


Assuming Cause: Cause is wrongly put 
outside self. 


i.e.: “He makes me mad.” 


How does what he’s doing cause you to feel 
mad? 


Assuming Equivalence: A=B 


i.e.: “She’s always yelling at me, she doesn’t 
like me.” 


How does her yelling mean she...? 


Have you ever yelled at someone you liked? 


Generalizing: Words such as always, never, 
all, no one, everyone, etc. 


i.e.: “He never talks to me.” 


Never? 
What would happen if he did? 


Assuming Necessity: Words such as should, 
shouldn’t, must, must not, have to, need to, 
etc) 


i.e.: “I have to work” 


What would happen if you didn’t? 


Assuming Possibility: Words such as 
can/can’t, will/won’t, may/may not, 
possible/impossible, etc) 


i.e.: “I can’t stop smoking” 


What prevents you? 


What would happen if you did? 


Being Vague: Being general 


i.e.: “He rejected me.” 


How specifically did he reject you? 


Assuming Comparison: Making a comparison 
but not stating what it’s compared to. 


i.e.: “That’s expensive!” 


Compared to what? 


Additional Helpful Questions 


Establish Focus: 

What is the most important outcome for this session? 

What has stopped you from achieving this goal in the past? 

What would be the benefit of reaching your desired outcome? 

What will happen or how will you feel if you don’t achieve this goal? 
What is the first thing you will do when you have achieved your goal? 
Explore Options: 

What part of this situation IS in your power to change? 

What options to you see for yourself? 

What have you done in the past when faced with a similar challenge? What worked? 
Who may be able to help you? 

What’s the first thing that comes to your mind? 

What option are you leaning toward? 

Action Questions: 

What immediate massive action can you take? 

What is the next step? 

When will you take the next step? 

What are your possible road blocks and what can you do to prepare for them? 
How does this decision fit with your broader goals? 

What support or information do you need to achieve this? 

How do you feel about this decision? 

Encouraging Thinking: 

Has this happened before? What could you do differently? 

If your life depended on it, what would you do to make this work? 


Even if it feels impossible, what would happen if it WAS possible? 
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COACHING TOOLS: 
SETTING GOALS 


Skills and Competency Development 


All clients who are seeking to achieve a goal of any kind are going to need to increase their 
competence in or get better at something. 


Even if the goal you have identified is not about improving a specific skill or learn something 
new, there is always a need to become better at thinking or acting in ways that move you forward 
toward your goal. 


The first step to developing competence in any skill is to address the growth mindset 
because, as we’ve discussed, in order to get better at something you need to believe that you 
CAN become more competent—that you can learn and grow and improve. 


Prime the growth mindset with the following questions: 
Does the goal you have set for yourself challenge you to learn and grow? Yes or no? 


Do you see that there will be areas where you will need to learn new information or improve an 
ability or skill in order to accomplish this goal? Yes or no? 


Do you recognize the importance of putting in the effort to develop in these areas, in order to be 
successful? Yes or no? 


Are you willing to commit to taking the steps necessary to learn and improve in these areas? Yes 
or no? 


The second step is to identify what skills or abilities are needed and create a plan for 
improvement, whether it involves acquiring information, learning a process, or practicing a 
behavior. 


For each goal that is being actively pursued, explore the following questions: 


What knowledge or information needs to be acquired? Where or how can what is needed be 
accessed? If the material is more complex, what steps need to be taken in order to learn the 
material? What is the next small step? 


What skill or ability needs to be developed? For each, is this a new skill or an improvement of a 
current skill? What is the next small step? 


What thought or emotional patterns need to be improved? What does the desired thought process 
look like? What can be done to practice this new way of thinking? Is there any other skill that 
needs to be developed in order to make this change? What is the next small step? 


What behavior pattern needs to be improved? What does the desired behavior look like? What 
can be done to establish a habit of this behavior? Is there any other skill that needs to be 
developed in order to make this change? What is the next small step? 


What skills, knowledge, thoughts or behaviors are you already competent at that will help you 
develop these other areas or achieve your goal? 
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Setting Long-Term Goals 


Achieving any life goal requires knowing 3 things, which we refer to as “The 3 D’s.” In order to 
know these 3 things, you must ask 3 questions: 


e Desire: What do you really want? 
e Drive: Why do you want it? 
e Do: What do you need to do? (which we’ll get into in the coming videos) 


Desire: What do you really want? 


Step 1: Brainstorm: Write down everything you can think of (big or small) that you would like 
to change, achieve or do. For the sake of illustration, we’ll be focusing on long term goals that 
are within a year. Your goals can be nearer or farther, but a year is a good timeframe to work 
with when discussing the activities in this program. If you have a goal that will take longer than 
1 year, identify what part of it you CAN do in 1 year and write it down. Goals can be personal, 
work-related, or both. 


Step 2: Simplify: Look at your list and group items that are similar or that can be combined into 
one larger goal. 


Step 3: Prioritize: Look at your simplified goals and circle the ones you feel are your highest 
priority. Rate each circled goal on a scale of 1 to 3, 1 being the highest priority and 3 being the 
least. 


Step 4: Identify 1 to 2 major goals for this year: Looking at your priorities, identify 1 to 2 
goals that: 


1. Will make the biggest impact on your life 
2. Will take about a year to implement 


My Top Goals: 
1) 


2) 


SMART Goals 
SMART GOALS are: Specific, Measurable, Achievable, Realistic and Time Framed. 


Specific: Is your goal(s) specific enough? Is it something that could be easily identified when 
you’ve reached it? If not, how could you make it more specific? 


Measurable: Is your goal(s) measurable? Would you be able to tell you’ve reached it? Is there 
clear criteria? If not, how could you make it more measurable? 


Achievable: Is your goal(s) achievable? Is it something that you’ve considered and understand 


that it is, in fact, possible and able to be accomplished? If not, how could you adjust your goal 
and/or timeframe expectations to make it achievable? 
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Realistic: Is your goal(s) realistic? If it’s big and challenging, that’s great, but is it something 
you are a) physically and mentally capable of doing, b) prepared for, and c) able to commit to? If 
not, is there another way to reach your goal, another similar goal, or something you can do to put 
this one within reach? 


Time Framed: Does your goal(s) have a time frame? Have you set a date or duration? Do you 
have a sense of urgency for the next step? If not, is there anything else you need to do in order to 
be able to put your goal on a timeline and begin taking action? 


One last step... OUTCOMES 

Is your goal(s) written based on the OUTCOMES you want and not just the “task” you want 
accomplished? What ARE the outcomes you are looking for? Do you need to adjust the way 
you’ve worded your goals to be focused on outcomes? 


Now, rewrite your goal(s) considering the SMART guidelines and based on outcomes: 
1) 
2) 
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Drive: Why do you want it? 


Knowing Young “WHY”: Look at the goals you’ve identified and ask yourself the following 


questions (for each goal): 


Major goal: 


Why is this 
desirable? 


What is the desired 
outcome? 


What will happen if 
this goal is not met? 
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Monthly Milestones 


Charting the Course 


Now that you’ve identified where you want to be in 1 year (your 1-2 major goals), you can chart 
a course to get there. The next step is to break down each major go into smaller sub-goals. This 
is called “chunking”. Think of your goals as the “big picture” and your sub goals or milestones 
as the bit-sized achievements that make your goal approachable and keep you motivated. 


Identifying your monthly sub-goals helps you very clearly see the path to accomplishing your 
1-2 major goals for the year. 


The idea: Considering where you want to be in 12 months, start thinking about what would you 
need to accomplish in 9 months? And where would you need to be in 6 months to be on your 
way to the 9 month milestones? What about 3 months from now? Of course, you don’t know 
exactly how and when everything will unfold—you are making your best guess. 


The key to planning is to make one, while remembering that your plan will change. 
Monthly Milestones: What are milestones or sub-goals you’ll need to accomplish? 


The first step is to break down your long-term goal into smaller milestones. This is called 
“chunking”. Think of your goals as the “big picture” and your sub goals or milestones as the bit- 
sized achievements that make your goal approachable and keep you motivated. You’ll get into 
more detailed tasks and action steps later. 


This process is like reverse engineering the outcome you want (your goal) to determine how you 
got there (your plan). Considering where you want to be in 12 months, start thinking about what 
would you need to accomplish in 9 months? And where would you need to be in 6 months to be 
on your way to the 9 month milestones? What about 3 months from now? Of course, you don’t 
know exactly how and when everything will unfold—you are making your best guess. The key to 
planning is to make one, while remembering that your plan will change. 


At the same time, looking at all of these goals can feel overwhelming. But, there is good news! 
You only have to focus on what is NEXT—not the whole process. Just like traveling across the 
country, you cannot take all the turns at once—they come one at a time. 


e BRAINSTORM: For each of your major, yearly goals, make a list of all of the sub-goals 
you can think of. List everything you’! need to do, have or accomplish in order to reach 
this goal. (You may need to use additional space.) 

e GROUP: On the next page, you will group smaller sub-goals from above into broader 
categories or MAJOR MILESTONES. (Approximately 12.) 

e ORDER: Put them in order—meaning, ask yourself what has to be completed FIRST, 
before other milestones can be worked on? 


My Milestones: 
1) 
2) 
3) 
4) 
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60-Day Plan 


Now it’s time to create your short-term goals. Create a NEW list that focuses only on the first 2 
months (60 days), or your first 2 milestones. 


BRAINSTORM: What the tasks you will need to accomplish in the next 60 days (look at the 
next 2 milestones) in order to accomplish your sub-goals? Write down EVERYTHING you can 
think of. 


e PRIORITIZE: Next you will arrange them in order of priority and what NEEDS to be 
done first before moving on to the other things. Circle the ones that need to be done first. 
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1-Month Plan 


Take those priority items and put them in a list for month (below) 1. Put the rest in a list for 
month 2, and save it for later. 


For each of these items, brainstorm ALL of the TASKS that will need to be accomplished in 
order to accomplish these sub-goals in 30 days. Write down everything you can think of. Detail 
is important here because these tasks need to be executable and not leave anything out. 


Prioritize each item on a scale of 1 to 4 by writing the numbers next to each item. 1 represents 
the most important OR needs to be done before you can begin on other tasks and 4 being least 
important or time-sensitive. You now have the next 4 weeks’ tasks (1 through 4). 
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Weekly and Daily Planning 


WEEKLY PLANNING IS THE #1 MOST IMPORTANT ASPECT OF PLANNING. 


A small percent of the population sets goals and creates plans that get them to this point. If you 
get this far, you’re ahead of the game. However, most people who reach the point of having a 
plan for the month still don’t accomplish their goals. Why? WEEKLY PLANNING IS THE #1 
MOST IMPORTANT ASPECT OF PLANNING. 


Why? Because THIS is where PLANNING meets ACTION. By their very nature, sub-goals in 
your 30, 60 or yearly plan CANNOT be action items NOW. But, you CAN take actions NOW 
that will keep you on your path to achieving these milestones. 


Without a weekly plan, the week will unfold and no steps toward the goal will be made because 
existing responsibilities and other’s priorities will fill the time. 


Weekly Planning 


First, determine WHERE you are going to put the action list, in a daily planner, on a white board 
where it can be seen, or in a planning or task app. Next, schedule a weekly strategy session. In 
order to establish the habit of a weekly strategy session, you absolutely MUST SCHEDULE IT 
IN! Even if you are working on your own, private, goals, choose a time that you will sit down for 
20-30 minutes EVERY WEEK to plan the coming week’s tasks. 


Write Your “Ta-Da” List 


Why do we call it a “ta-da” list? “To-do” sounds like an unpleasant list of tasks that you have to 
do, while “ta-da” is more inspirational. Every time we finish a task, we cross it off and say “ta- 
da!” Celebrating even the little victories gives us a sense of accomplishment and builds 
momentum. We enjoy it so much, in fact, that if we find that we’ ve completed a task that we 
didn’t already have on our list, we ADD IT to the list just so we can cross it off! 


Take the Priority 1 items from your Monthly Plan and write them down as Actionable Tasks. If 
needed, break tasks even further into action steps. 


e IDENTIFY TASKS: Take the #1 priorities you identified in your 30-day plan. Break 
down these tasks further if needed in order to identify everything you would need to do to 
accomplish these sub-goals this week 

e PRIORITIZE: Identify which tasks are a priority (mark 1 through 3) and plan to do level 
1 FIRST. 

e PLAN: Schedule any tasks that are time-framed and assign other tasks to specific days of 
the week, when required. Keep the rest of your week’s list someplace easily accessible to 
refer to throughout the week when identifying daily goals. (See video and worksheet for 
Daily Goals.) 


o If items need to be completed on a specific day, note this. 

o If items are priorities that absolutely must be completed this week, star or highlight them 
and focus on these FIRST. 

o As you accomplish things, cross them off. Keep them there to show you what you’ve 
done! 
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o Remember that sometimes life happens and not everything on your list for the week will 
happen. That's okay, simply move it forward to the next week! 


Create Your Daily Plan: 


Every day, look at what you have on your SCHEDULE as well as your weekly Ta-Da list. Write 
in your sub-goals/tasks for the day and then IGNORE EVERYTHING ELSE. 


Today’s Tasks (in order of priority) NOTES 
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Having a Big Enough Reason 


We're asking you to dig deep and make sure you have a true understanding of the REAL reasons 
you want to reach your goals. (Do this activity for each goal.) 


What is your goal? 

Why do you want to achieve it? 

What about that outcome makes you desire it? 
And why do you want that? 

Why? 

Why? 

Why? 


Continue to ask yourself WHY until you get to the core reason you desire your goal. 
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Removing Cues and Triggers 


Master Willpower by Removing Cues & Triggers 


Many people want to make changes to their fitness or eating routines, but the truth is it can be 
not to go back the old patterns and habits. Many people think that they should have the 
willpower to make the changes. However, willpower alone—self-control, resisting temptation— 
doesn’t work. Our brain works with triggers and cues and these make it hard for us to make 
changes when we are constantly trying to fight the brain on what it has already learned it should 
be doing. This is why we have to build our willpower muscle. However, it is also important to 
recognize that we have to help our willpower because it is not usually enough. For example, 
researcher and psychologist Dr. Roy Baumeister has demonstrated that to build our willpower 
muscle we first have to develop awareness of things we want to change and then develop 
strategies for minimizing the cues that trigger the brain, making willpower challenging. 


It is important to minimize cues and trigger when you are making any life change, but 
especially when the changes being made are related to eating and exercise because they are so 
habituated. If we don’t do the work upfront to minimize the triggers that keep us continuing our 
current patterns, these cues in our everyday environment will pull us out of any new behavior we 
initiate. 

Don’t leave it up to willpower: It is important to recognize that willpower is like a muscle, and 
that if we over rely on that muscle we may find it harder to resist triggers and therefore fail to 
create change. Dr. Roy Baumeister, a psychologist at Florida State University conducted studies 
on decision-making and willpower and concluded “self-control is like a muscle and that if you 
over exert the muscle it gets tired.” You can try to will yourself to make changes, but temptations 
will drain you and make it harder for you to be able to make long-term changes. 


Build Your Willpower Muscle 


The willpower “muscle” is just like any other muscle—when you give it regular workouts, it 
grows stronger. The problem is that most people believe that willpower is that in-the-moment 
feat of self-control against an overwhelming craving or temptation. Exercising your willpower 
does not mean flexing your ability to torture yourself by sitting in front of warm, off-limits 
brownies. It does not mean telling yourself you are going to quit smoking and then hang around 
smokers at lunch. This does not work. True willpower comes when preparation meets 
commitment. 


So, now let’s look at how to help your clients exercise their willpower muscle: 


Commitment: After the initial assessment phase where you’re helping your client identify their 
problem and their goals, help them make a clear-minded decision of what they will or will not do 
based on a clear understanding of why they want to do it and what will happen if they don’t. 
Have them answer this question: What have you decided you will or will not do? 


Preparation: Explain to your clients that they cannot expect themselves to be able to resist 
temptation in the moment. Instead, help them identify what they need to do in order to be 
prepared! Help them answer the following questions: 


e What do you need to do to be prepared? 
e Do you need any materials or equipment? 
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e Do you need to change your schedule? 

e Do you need to remove anything from your home? 

e Are there scenarios or locations or people you need to avoid or be prepared to 
face with a pre-determined statement of why you will or won’t be doing 
something? 

For example, if your client wants to utilize their willpower to stop eating chips, they need to 
make sure they don’t buy them, as well as throw out any that are in their home. If they want to 
do 100 sit-ups every morning, don’t leave it up to how they feel in the moment—have them set 
an alarm reminder, put their matt in the right position the night before, and commit to do it when 
the alarm goes off NO MATTER WHAT. 


Regularly practicing different types of self-control: It has also been shown that if you practice 
self-control on smaller things it will build your willpower muscle. So, if this is an issue your 
client faces, help them identify simple things they can do to practice their self control. For 
example, waiting to check their social media, portion control on unhealthy snacks, keeping a 
food dairy, not responding to someone’s comment that triggers them emotionally, sitting up 
straight, or any other thing that will help them to practice self-control 


Visualize it: Ask your client to mentally project themselves into the future—into a situation that 
is a trigger, Have them imagine the trigger happening but them not responding like they normally 
would, instead they respond with the desired behavior. Practicing this mentally gives the brain a 
new framework. Once they can break a pattern in their mind they’ Il be better able to break it 
when they are exposed to the trigger in real life. 
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Creating a Reward System 


Creating a Reward System 


Previously we discussed that we there are benefits to our old story, even if that story also causes 
harm. We maintain a story because it rewards us. The reward creates a habit loop, which 
becomes a pattern in life. These habit loops are triggered by cues that tell us to react a certain 
way. It sounds complicated, but it really is simple. For example, they did a study in Germany 
where people were told to go running in the morning. Some of them were told that they could 
have a small piece of chocolate after their run. The study was able to show that those who had 
the chocolate after their run actually continued the pattern of running in the morning significantly 
more than those who ran with no reward. The simple reward of having the chocolate made a big 
difference in whether they were willing to go for a run because our mind is motivated by the 
anticipation of rewards. 


The real power of a reward system is the anticipation of a reward. In fact, research shows that the 
anticipation is what leads us to seek the behavior. Therefore, if you want to change your story 
you have to come up with your own cues and your own rewards. You have to make sure that the 
reward is something that you genuinely enjoy. For example, if you want to wake up in a better 
state, you can set your alarm to be your favorite song—the one that gets you hyped-up and in a 
good mood. This may change the way you look at waking up. 


Rewards at different levels: 


Biological level: Many people like drama in their life and relationships because it produces 
adrenaline, which is very addictive. They may not consciously think “I like drama!” but they are 
driven by this addiction. For example, after an argument with a partner (which produces 
adrenalin), we may have a makeup session, which then produces serotonin and dopamine. This 
makes the reward even greater, and reinforces the patterns of continuing to fight with our 
partner. We can create biological rewards for ourselves in constructive ways by triggering the 
release of adrenaline or more happy neurotransmitters like serotonin and dopamine. In the 
example I gave about the German study on runners, they received the reward of adrenaline while 
running and then where able to than get serotonin and dopamine from the chocolate that they ate 
afterwards. 


Psychological level: Certainty means having familiarity and predictable outcomes in our life. 
Many of us seek certainty, and this certainty serves as a reward system for us because we know 
if we do certain things, we get the same results and these results create a comfort zone. This is 
why even bad habits are rewarding. The comfort and certainty in doing the predictable habit are 
a reward. This keeps people from creating true changes in their life because change creates 
uncertainty. However, remember that change does not have to be drastic. In addition, you can 
help the mind see uncertainty as a reward. For example, many people say they love surprises, 
which is uncertainty, but the surprises that they do not want they call problems. You can create 
uncertainty that you would enjoy that will help you create change long term. For example, if you 
strengthen your uncertainty muscle by trying new things, taking a different direction home, or 
joining a club that is on a topic that you love. Anything that throws you off your routine creates 
uncertainty, but if you can create uncertainty that is pleasurable then you can create a reward at a 
psychological level that encourages change. 
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Benefits to the self: Another reward system is the self. We have autobiographical memories that 
create a belief system of who we are. We then feel a sense of pride and confidence when we act 
in ways to confirm the story of who we think we are. Like a bad habit, proving ourselves right— 
even if it’s a bad story—contains its own reward: being right. However, if you change your 
identity (who you think you are), you can then reinforce and reward the new self. For example, 
you can reframe past experience to help them give you purpose. Look at a negative experience 
and see what positives came out of it. You can even visualize yourself being the person who you 
want to become. In this visualization, you can see the benefits of being the new you. You can see 
yourself feeling excitement and joy, and the brain will develop a framework for the reward of 
being the new you. Remember, the brain does not know the difference between what truly 
happens to you and what you create in your imagination. Therefore, if you do this consistently 
the brain will look for ways to create and seek the rewards that it perceives of your future self. 
You'll find that you feel good when you act in alignment with your new story/self, and you’ll 
feel uncomfortable being the “old you”. 


What reward system can you develop to reinforce your new story? Are there any patterns, 
behaviors, or thoughts you want to reward? 


What can you do to create more pleasurable uncertainty? What rewards could you set for 
yourself reaching a goal that would be new and “uncertain” yet enjoyable? 


How can you create excitement (to stimulate biological rewards) surrounding a part of your new 
story that will generate happy feelings? How can you celebrate? 


How can you reward your “new self” by affirming, congratulating, and recognizing yourself for 
acting on your new sense of identity and living out your new story? (Example: writing in a 
journal daily, recognizing the progress you made that day.) 
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COACHING TOOLS: 
CORE MODELS AND PROCESSES 


Wheel of Life 


The Wheel is a simple but powerful tool designed to help you get a graphical representation of 
the present balance between different areas regarding your life and identify which will most 
benefit you by improving. 


The eight sections in the Wheel of Life represent different aspects of your life. Seeing the center 
of the wheel as 1 and the outer edges as 10, rank your level of satisfaction with each life area by 
filling in that piece of the pie to that level. 


You can use the 8 categories in this sample or determine the 6 to 12 most important categories in 
your life and create your own wheel. 


Use the following questions to help you determine how you would rate each life area on a scale 
of 1 to 10. 


Career Money 
Is my job rewarding? Do I earn enough and live within my means? 
Does it reflect my values? Do I save enough? 
Do I have opportunity for advancement? Am I planning for financial freedom? 
Health Significant other/Romance 


Do I have/want a soul mate? 

Do we share values and intimacy? 

Am I nurturing the relationship we have with 
each other? 


Am I generally fit and well? 
Do I eat healthily? 
Do I exercise regularly? 


Friends and Family Personal Growth 
Do I have/want a close circle of friends? 
Do I spend enough time with family and Am I continually learning new things? 
friends? Do I enjoy new opportunities for growth? 
Do I value the relationship we have with Are the things I do growing me as a person? 
each other? 

Fun and Recreation Physical Environment 


Do I like the area in which I live? 

Is my home comfortable, tidy and warm? 
Do I keep my appearance smart? 

Is my car serviced and reliable? 


Do I have fun often? 
Do I know how to relax? 
Do I enjoy sports or have hobbies? 


Interpreting Your Wheel 


If this were a real wheel, how bumpy would the ride be? What you are aiming for with your 
completed wheel is to have all segments scored evenly (or close), above 7 and as near 10 as 
possible. 


If you have any particularly low scores you will want to make those areas of your life a priority. 
However, it’s not always cut and dry. It is necessary to investigate how they may interact with 
each other in order to identify the area to address first. 


For example, Fun & Recreation scored low could be tied to a low score regarding Money. Not 
having sufficient money could mean that a person may be unable to go out or engage in 
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recreation that has an appreciable cost associated with it, which can lead to a low level of morale 
and lack of desire to have fun. A low score for Money could also be tied to the low score for 
Career, though it may be that money is low due to poor financial management. 


The purpose here is to determine if a low score in one category is the result of other factors. 
Improvement in one area will have an impact on other areas as well. At the same time, making 
changes in one area may have temporary or long term impact on other areas. However, in the 
above example, a career change may help in the career, money and fun categories. Yet, at the 


same time, depending on the situation it could decrease time for fun or family or your significant 
other. 
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Now that you can see what areas of your life would be good coaching topics, use the following 
questions to dig deeper and uncover your desired outcomes and what you can do to improve your 
balance. PLEASE ADD TEXT BOXES FOR EACH OF THE FOLLOWING QUESTIONS 


Questions to Determine Goals 


Have you ever been higher than the number you have recorded? 
What was actually happening when you were higher up the scale? 
Have you ever been lower than the number you have recorded? 

What did you do to move up the scale? 

What have you learnt from previously being lower on the scale? 
What number on the scale do you want to be? 

What exactly do you want? 

What actions can you take to start moving up the scale? 

What will you be like when you have achieved this? 

What will be the impact of achieving this on other areas of your life? 
How will achieving this affect others close to you? 

What will achieving this bring you that you want? 

What will achieving this bring you that you don't want? 

What skills do you already have that will assist you in achieving this? 
What skills do you want to gain that will assist you in achieving this? 
Where can you learn these skills? 

What other options do you have? 


What would need to happen for you to move up one point on the scale by this time next 


week? 


Use the answers to these questions to develop your plan and action steps. 
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The GROW Model 


The GROW model stands for Goal, Reality, Options, and Will. This model was originally 
created in the 1980s by Sir John Whitmore, and then further developed by other coaches such as 
Alan Fine and Graham Alexander. 


Part of the reason why this model has become so popular, is because of its simplicity and 
effectiveness. In a nutshell, a client establishes a goal (something they want to achieve); you then 
establish where the client is in respect to that goal, in other words you establish the reality; you 
then explore the options such as what you need to accomplish the goal, what are the obstacles, 
what the steps are; and then, you establish the commitment (or will) to the set plan. 


You don’t really need to explain to your clients that they’re going to be using the 


GROW model. In fact, they probably will not even care what they use to accomplish their goals, 
as long as they can see a way forward. 


Establishing the goal. 


Most goals are never accomplished and left on the wayside, forgotten in the graveyard of New 
Year’s resolutions and promises made. So, you might want to help your clients become 
proficient at creating their goals. How? Well, let’s start by: 


e Asking them to write down their goals, instead of just thinking about them. Don’t let 
goals get lost in the shuffle of life, if they’re not written down somewhere, readily 
available to look at, you can be sure they will be soon forgotten. 

e Don’t worry about being realistic. Most people give up before they even start, they 
imagine all sorts of limitations, or believe their goals to be too big, or are afraid somehow 
to be too airy-fairy about their dreams and then issue all sorts of judgments and filters 
before they even get started. 

e Think BIG. There’s really no difference between a small goal and a big one, they’re both 
going to take effort and commitment. Because of this, you should allow your client to 
note that it’s probably better to go BIG instead of staying small, get them out of their 
comfort zone. 

e Teach them to be positive. What does your client want to accomplish? Ask them to try 
out saying something like: “I am saving 10% of my earnings every month,” instead of “I 
want to get out of debt.” Or, “I am exercising 4 times a week” instead of “I want to lose 
30 pounds.” 

e Find goals worth fighting for. In other words, help your clients find their WHY. What 
would make a goal worth fighting for? What will give them meaning? 


Examining the Current Reality. 


It’s very hard to get to that “somewhere,” (your goal) if you don’t know where you are starting 
from. It’s like beginning a journey. You can only understand a map when you know where you 
are. 


Exploring the Options. 


Here’s where you can get creative and allow your client to explore the many possible options 
that may be available. As a coach, you are in a sense allowing your client to expand their maps 
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and see all the possible routes to get from here to there. By providing a safe, non-judgmental 
environment where your client can explore and discover the limitless options that in reality they 
have, theyll be able to choose a path that’s better for them. 


Some questions that you might ask are: 


e What else is possible? 
e What if this or that obstacle were removed? How would that change the situation? 
e What are the pros and cons of this option? 
e What obstacles stand in your way? 
Establishing the Will. 


In order for your client to accomplish a goal, they’re going to have to be able to remain 
committed long-term to taking consistent action until it’s accomplished. As a coach, the best way 
you can probably help someone achieve their goals, is by keeping them accountable to taking 
consistent action. 


Be prepared to find resistance, because most people will tend to fight whatever moves them from 
their comfort zone. 


Some questions that you might ask are: 


What are your “Ah-ha” moments? 

What do you need to learn (skills, knowledge, etc)? 

What could stop you moving forward? How will you overcome this? 
How can you keep yourself motivated? 

What support do you need? 


63 


The HEART Model 


Create goals with HEART! 


Honest: Is the goal right for you? Is it consistent with your other ambitions and aspirations? 
Does it fit with your core values and beliefs? 


Exact: What will you exactly need to accomplish your goals? How can you break down large 
goals into smaller chunks? What are all the specific small steps that you need to take to get to 
your larger goal? How will you keep track and measure every step that you take? 


Authentic: Is the goal consistent with your values? Does it align with your strengths and unique 
gifts? Does it reflect what you really want? 


Realistic: Is the goal realistic in light of all your other obligations? Do you have the time, 
energy, and motivation to complete this goal? If you commit to this goal, is there anything that 
you need to give up? 


Timely: What is the deadline for this goal? How long will each step take? What are the 
checkpoints for each step? By when will you accomplish each step? 
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COACHING TOOLS: 


NEURO LINGUISTIC 
PROGRAMMING (NLP) TOOLS 


Re-coding Your Emotional Memory 


The idea of NLP re-coding is to take the visual image you hold about the thing that bothers you 
and replacing it with something that doesn’t bother you, using your imagination... 


Here is an example: A woman had developed a fear of cows. She lives in a small town and 
regularly walks down the road and takes shortcuts through cow pastures. This has done this all 
her life without incident, however one time she was chased by a cow. Since that time she has had 
a crippling fear of cows and finds herself unable to walk through the fields when a cow is 
nearby. Just the sight of a cow in the field triggers her fear. As she nears the field and spots the 
cow she becomes nervous. A mental movie forms in her mind of her being chased by the cow. It 
is a very realistic movie, in full color, with her IN the movie (meaning she cannot see it). She can 
hear her heavy breathing.... 


Think about something that makes you nervous or triggers your anxiety or fear. 


Recall a time when you’ ve faced this object of your fear. When does it get triggered? What are 
you doing? Where are you? When do you see? 


Then, recall the mental picture or movie that you see in your minds eye once you’ve seen (or 
experienced) the trigger (the object of your fear). 


What does this image look like? What is in the picture? What is happening? Is it a movie or a 
still picture? Color or black and white? Is it large or small? Where do you see it? Does it fill your 
entire field of vision or is it boxed in. Does it look like you’re looking out your own eyes or can 
you see yourself in it? Is there sound? 


Now that you’ve identified the image that triggers your emotional state you can replace it with 
one that does not. 


Next, you will make several changes to this movie and then run it through your mind again, 
starting from before the fear is triggered through the triggering object and then run the course of 
the movie. 


First, make the image inside of a border (like a TV) and make sure you can see yourself like a 
character in the film. Make the image small and black and white. 


Re-run the movie with these changes and notice if you feel different. Could you still experience 
the fear? If so, was it more intense, less intense, or the same? 


Now, make the image a still frame if it isn’t already, and this time, add a lullaby song (or a silly 
song—like circus music—if you prefer) as a sound track. 


Re-run the movie and check for differences in how you feel. What has made the most difference 
so far? 


Now, try one or two of the following image modifications to finish re-coding your image. 


Replace each character in the movie with cartoon or movie characters (such as Bugs Bunny or 
Star Wars). 


Replace each characters with athletes from a sport and imagine you’re giving a play-by-play. 


Make the object of your fear funny colors or look deformed, like a bobble head. 
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Now, play the scene again one more time. How do you feel? Are you still able to feel the fear? 
Which new elements of the scene worked the best for you? 


Run through it a final time to test it, using the most effective changes. Imagine that this happens 
some time in the future when you’re faced with this object of your fear again. Imagine yourself 
facing it and this new image or movie coming to mind instead of the old one. 


Do you feel the fear anymore? Do you think you ever will? 


In some cases, you may want to do this process several times over a few weeks, however very 
often just a single session is enough to permanently replace the old image with the new one. 


The reason this works is because the source of your fear is the mental image you make, not of the 
object. You can easily change the mental image using your imagination because the 
subconscious mind doesn’t know the difference between a real or imagined memory. 


... Want to know what happened to the woman who was afraid of cows? She created a new 
mental image. It was made smaller and far away. Her cow was made pink with yellow spots with 
a big smile on its face, and there was a lullaby playing in the background. When asked how this 
final new image made her feel, she said, “great! I’d walk through a field full of those cows any 
day!” Now, when she approaches a field and spots a cow, her mind creates this scene and it puts 
a smile on her face. She no longer has any fear and confidently walks through the field of cows. 
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Restructuring Your Feelings 


When you’re experiencing a situation that triggers an unpleasant emotion that you do not want, 
rather than addressing the CONTENT of your thoughts and emotions, we can focus on the 
STRUCTURE. Most people are not aware that there is a structure to an emotion or feeling. The 
structure isn’t the same thing as the physiological response, although sometimes that’s part of it. 
The structure is more like energy or symbolic images that the mind creates that represent the 
emotional experience to you. These structures are unique to you and you probably did not know 
you had them. Do the following activity to see for yourself. 


I’m going to ask a series of questions. Simply answer them to yourself immediately after I ask 
the questions. Don’t think much about it, go with your initial response. The pace of the questions 
helps your unconscious mind answer. 


Think of situation that triggers an emotional response that you tend to have regularly that is 
unpleasant. 


Feel the feeling now. 

Where does it start in your body and where does it go to? 

What color is it? 

Is it transparent or opaque? 

Does its size change as it moves from one area to the other or as time goes by? 
What shape is it? 

Does it go anywhere else? 


Weird question: Which way does it spin? If you only notice one piece of it spinning, step further 
back in your mind and see if you can see the rest of it spinning. 


Now that you have an image of the structure of your emotion, put yourself in the situation again. 
A strong one. 


This time, spin it in the opposite way and change it to a color that you like better. 
Check again—do you still feel it? 

If so, do it again and spin it faster. 

What does this new feeling feel like? Feel like? 

Is there any problem taking this new feeling with you into the future? 

(If certain circumstances needed for protection, can have old response). 


Try putting yourself in the situation again. Anything? 
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Changing Your Negative Self Talk 


When you’re experiencing negative self talk (self-critical mental chatter), rather than trying to 
argue with yourself over the content of your thoughts, deal with the process. This means 
focusing on HOW the voice in your head says things, not WHAT it says. 


Identify a topic you often experience your inner voice berating you about. What does it say? 


Imagine this voice in your head now... the one that harasses or nags you. Where is it located? 
Inside your head and body? Outside? In front, in back? Close to you or far away? In what 
direction is it pointing? Toward or away? 


Now, imagine the voice is pointing away (if it had been pointed toward you). 
Try moving it away from you. Try different locations or distances. 
How does it feel when it talks to you now? 


Next ask yourself, what does it sound like? Is it your voice? Someone else’s? What tone? Loud 
or soft? 


Change the voice to something funny or your favorite cartoon or movie character (such as Yoda 
or Sylvester Stallone or Bugs Bunny. 


How does it feel now? 


Next, ask yourself what is the voice saying? Condense it down to a 3 to 7 word sentence. Put it 
aside for a minute... and instead think of a piece of inspiring music. Maybe something classicial, 
such as the Halleluiah chorus. You can experiment with different songs. 


Now sing the sentence your inner voice says to you along with the melody of the song you’ ve 
chosen. Sing it really loud (in your head or out loud). 


How does it feel now? 


By changing the structure of your inner voice, the self-talk no longer has as much of an effect on 
you. Next time you catch yourself being self-critical or arguing with yourself in your head, 
utilize these tricks of moving the voice, changing the voice, or putting its message to music! 
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Anchoring 


An anchor is a stimulus that triggers a response in you or another person. When a person reaches 
the peak of this intense emotional state, if a specific stimulus is applied, a link is neurologically 
created between the stimulus and the state. An anchored state is always a rich, fully associated 
psychological state or experience. 


You may stimulate altered psychological states in other people without meaning to; for example, 
your intention may be for the best, yet may have an undesired effect. Hugging a crying person 
may seem like a comforting thing to do, but you are creating an ‘anchored response’ in that 
person, “you hugging’ them becomes linked to their upset state. Next time you give them a 
welcoming hug they may feel upset — a response that was never your intention and may be 
confusing to the both of you. 


They occur quite naturally and unconsciously. For instance, if you have a particular song you 
hear that brings you back to a memory and a corresponding emotional state, that song is an 
anchor for you. Anchors can be visual (sight), auditory (sound), kinesthetic (touch), 
olfactory/gustatory (smell/taste) or a combination of those mentioned. 


When anchoring with clients, we are using TOUCH. It is important to anchor on appropriate and 
neutral locations, such as the knuckles or shoulders. See Keys to Successful Anchoring for 
additional tips. 


The Four Steps to Anchoring 
First, get into rapport with the other person. Get the person’s permission to touch them. 


1. Recall: Have the person recall a past, vivid, intense, desired emotional state. 

2. Unique Anchor: Provide a specific stimulus as the state reaches its peak intensity. Take 
off the anchor before it goes over the peak. 

3. State Break: Break the state with the person so their state changes (such as by asking an 
unrelated question) 

4. Test: Test the anchor by inviting them to fire the same stimulus (touching the same point 
in exactly the same way) and watching to see that they go into the anchored state. 


The Five Keys to Successful Anchoring 


1. Emotional states being anchored need to be intense, vivid and powerfully felt (i.e., loved, 
powerful, energized, confident, falling down laughing). 

2. The anchor must be applied at the exact time that the client’s emotional state is increasing 
towards its peak. As the state reaches its peak, the anchor should be removed. It’s 
important to remove the anchor before the peak state begins to diminish. (To leave the 
kinesthetic touch on beyond the peak means you will anchor a diminishing state. 
Removing the ‘trigger’ touch before the peak means that you anchor a ‘growing’ state.) 

3. The stimulus used for the anchor (i.e. the touch point) must be unique, meaning it cannot 
be a point that is routinely touched under normal circumstances. 

4. Replication: The anchor must be repeatable (in the exact same way), ideally by the client, 
in order to reinforce it. 

5. Number of times: The more times the anchor is created the better the anchor will trigger 
the desired state. 


70 


Preferred States for Anchoring 


1. Emotional states being anchored need to be intense, vivid and powerfully felt (i.e., loved, 
powerful, energized, confident, falling down laughing). 

2. The most intense states are those that occur naturally, e.g. laughter. 

3. A single, fully associated, vivid and specific memory that they can relive again, as if 
now, is best. 

4. Generalized memories of the past are much less intense and tend to be far less useful for 
anchoring purposes. 

5. By far the least preferred states are imagined or constructed states, as they lack the 
intensity of real experiences. 

Stacking Anchors 


Sometimes a single anchor is not strong enough to get the desired psychological state in the other 
person. This is when we can ‘stack’ a number of experience ‘anchors’ on the same anchor point, 
(the kinesthetic trigger point that we touch), thereby making it sufficiently powerful. Repeat the 
anchor script multiple times, using a different state each time. 


Ask about: 


A specific time when you felt ‘Really Powerful.’ 

A specific time when you felt ‘Utterly Loved.’ 

A specific time when you felt ‘Utterly Energized.’ 

A specific time when you felt “Totally Confident.’ 

A specific time when you felt the feeling that you could have whatever you wanted, a 
time when you felt you could have it all. 

A specific time when you had the feeling that you could ‘fall down laughing.’ 


Collapse Anchors 


Collapsing an anchor means creating a powerful positive anchor and using it to overpower an 
unwanted, negative state. 


l. 
2: 


a 


First, gain rapport with the other person. 

Set up the frame with the person by explaining, “In just a moment I am going to do a 
process called ‘Collapse Anchors’ (explain briefly), and that will necessitate that I touch 
you on the knuckles. Is that O.K.?” 

Discuss and decide with the other person the Negative State they want collapsing. Next, 
do the same for what Positive Resource States the person wants to have, instead of the 
Negative State. 

Elicit each of the Resource States (see above) and stack them onto the same Anchor. 
Now test the Positive Resource Anchor to ensure that it creates a considerably stronger 
and significantly more intense State than the Negative State that is to be collapsed. 
Access and Anchor the Negative State (once only) on a distinctly different anchor point. 
Have your full attention on the person and first ‘Fire’ the Negative State Anchor, then, 
leaving the negative anchor ‘on’, quickly trigger the Positive Resource States Anchor 
leaving them ‘on’ at the same time until they peak, and the integration is complete. (As 
you watch the person, you'll notice that they [usually] exhibit signs of physiological 
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11. 


12: 


asymmetry or confusion until the integration is complete when any ‘agitation’ calms 
down and the person is left ‘settled’.) 

At the point of complete integration, release the Negative Anchor. 

Continue to hold the Positive Anchor for a further 5 seconds and then release. 


. Test the integration by firing the old Negative State Anchor. The other person will be 


unable to access the old, unwanted feeling. 

Test: “Can you remember an event in the past which if you’d thought about it previously 
you would have felt that old feeling and notice how you’re feeling differently now.” 
Future pace: “Can you think of a similar event that may occur in the future and just 
notice how you feel differently now.” 


Empowerment Circle 


This method of anchoring is a great tool for group work or virtual meetings. It also more fully 
engages the individual because they are moving their entire body. 


l. 


2: 


First get into rapport with your client. Determine the desired state. Get into the desired 
state yourself. Access your own memories. 

Create the circle: “Imagine there is a circle on the floor in front of you. [This can be 
referred to as a ‘circle of calm’ or a ‘circle of power,’ etc., depending on the desired 
state.] In a moment I’m going to have you elicit the desired state. When you can feel the 
state peaking, you’re going to step into the circle AND trigger an anchor somewhere on 
your body that you could easily do in public without being noticed, such as snapping your 
fingers or squeezing your thumb nail. When the intensity begins to decrease, step back 
out of the circle and release the anchor.” 

Have the person recall a past, vivid, intense, desired emotional state. 

"Can you remember a time when you felt totally (choose state)? 

"Can you remember a specific time?" 

"As you go back to that time now... go right back to that time, float into your body and 
relive it again now. See what you saw, hear what you heard, notice what you noticed and 
really feel the feelings now of being totally (choose state)." 

Anchor the Circle: Instruct the client to notice when their emotional state peaks and step 
into the circle while engaging their chosen anchor point and to exit the circle and release 
the anchor when it begins to wane. 

State Break: Break the state with the person so their state changes (such as by asking an 
unrelated question). Then, repeat the anchor. 

Test: Test the anchor by inviting them to fire the same stimulus (touching the same point 
in exactly the same way) and watching to see that they go into the anchored state. 
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COACHING TOOLS: 
EMOTIONAL INTELLIGENCE 


What is Emotional Intelligence? 


The term emotional intelligence was created by researchers Peter Salavoy and John Mayer. It 
was then made popular to the masses in the mid 90’s by a book called Emotional Intelligence 
written by Daniel Goleman. Many people believed that intelligence, or IQ, was what determined 
success. But, researchers were perplexed when studies found that people with average IQ’s 
outperformed those with higher IQ 70% of the time. Finally, after decades of research, 
researchers found that emotional intelligence, referred to as EQ, was the missing link—the 
critical factor in determining a person’s long-term success. 


Emotional intelligence has two major components: intrapersonal skills (personal competence) 
and interpersonal skills (social competence). 


Intrapersonal intelligence is your ability to be aware of your own moods, emotions, and motives 
and be able to manage or redirect them and your behaviors. This also requires your ability to be 
flexible, think before reacting, be open to change, and know how your emotions affect others. 


On the other hand, interpersonal intelligence is comprised of your social awareness and ability to 
manage relationships. In other words, it’s your ability to understand others moods, behaviors, 
and motives to develop an understand of what is at the core of an issue. It also refers to your 
ability to manage and influence others emotions and interact successfully by empathizing with 
people and being able to react and treat people according to their reaction. Interpersonal skills 
help people build rapport, find common ground, and connect with others. Keep in mind that 80% 
of communication is nonverbal, so our ability to read the subtle nuances of other actions gives us 
a better understanding of their thoughts and feelings. 


Some people are born with a higher degree of EQ, however, anyone can learn the skills and 
develop higher emotional intelligence throughout their life. What allows us to learn and integrate 
emotional intelligence skills is brain plasticity, which is the brain’s ability to change and adapt 
by growing new neural connections. In fact, you can lose half of your brain, and with training 
and treatment, the other half of your brain can rewire itself to re-establish most of the abilities 
that were lost. 


However, rewiring your brain takes time and your ability to practice new skills repeatedly. 
Developing your EQ requires communication between two parts of your brain: your limbic 
system, or emotional center, and your prefrontal cortex, or rational thinking center. We’ll talk 
more about how this works later, but for now it’s important to know EQ is like a muscle—the 
more you use the skills, the more it will develop. By developing your emotional awareness, 
you'll develop your ability to control your own emotions as well as influence the emotions of 
others. This will lead to an improved your ability to problem solve, think creatively, develop 
relationships, avoid stress and conflict, and best of all, enjoy life more. 
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Mirror Neurons 


There is no doubt that how we feel is influenced by the people around us. However, most people 
do not how powerful those influences are. Our brain is designed to learn from others and mirror 
those around us (referred to as social learning). In fact, in our brains we have what is called 
mirror neurons, which fire when we observe actions performed by another, triggering us to 
engage in the same action. For example, our physical body will mimic someone else when we 
observe the person crossing their legs or yawning. Have you ever heard that “yawns are 
contagious”? Mirror neurons is why. 


More importantly, our brain assesses others’ emotional states and then reflects or mimics what is 
observed, influencing how we feel. This is empathy. Some of us are more influenced than 
others’ emotions than others, depending on our level of empathy. You may have noticed that 
when someone you know is extremely excited it makes you excited. Or perhaps you’ve found 
that when you talk to someone who is depressed, you walk away feeling sad. 


Emotions are contagious. This is incredibly important to understand! 


So, how powerful is this influence? In 2000, the journal Psychological Science published a study 
in which participants were found to be influenced by seeing an image for just 30 milliseconds. 
This is not enough time for participants to see the image consciously (being aware of what 
they’re seeing) but their unconscious minds could interpret the image and react to it. In the 
experiment, participants were shown a face with either a happy, angry, or a neutral expression. 
Since it was for only 30 milliseconds, they were not aware of what expression they were being 
exposed to. When they were shown images displaying happiness, their bodies reacted by 
increasing electrical activity in the muscles needed to smile. This also happened for those 
exposed to images of anger. What is powerful is that participants were seeing the images for just 
30 milliseconds. Now, imagine the impact that the people around you who are expressing a 
strong emotional state can have on your body’s reaction! 


Another study that was published in the journal PLOS One found that we are also influenced by 
observing another person experiencing physical sensations. In the study, they showed 
participants videos of a hand that is placed into either visibly cold or visibly warm water. They 
found that the participants’ hand temperature actually changed based on what they saw in the 
video. When participants saw someone put their hand in cold water, their hand dropped in 
temperature. These studies, among many others, truly demonstrate that those around us can 
influence us at a deep level. 


So, ask yourself, who is influencing you? Who do you interact with frequently? 
What emotional state do they tend to be in? 
What can you do to limit your exposure to those who may negatively influence your emotions? 


How can you surround yourself with more people that will mirror an emotional state that you 
want to experience more of? 
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Identifying Emotions and Nonverbal Communication 


The skill of emotional self-control is perhaps the most valuable skill you can EVER acquire. 


Sometimes people have a difficult time identifying their emotions and it’s usually because of one 
of the following reasons: 


e We were made to think our feelings don’t matter 

e We were made to fear expressing our emotions 

e We were made to feel guilty if our emotions (or desires) were an inconvenience on others 

e We were discouraged from feeling or expressing specific emotions 
Because of our conditioning, some people stop expressing their emotions and often repress them 
(hold them in). Other people go a step further and stop allowing themselves to have them. In 
either case, this can lead to a lessened ability to recognize how they feel. 


Even people who did not learn to repress or turn off certain emotions—even if they feel things 
deeply—they can simply not have ever been taught about their emotions and so they cannot 
clearly identify them. 


If you want to re-gain your power to direct your own emotional state, you need to be able to: 


Notice you’re experiencing an emotional state 
Identify what it is 

Know what to expect 

Know how to influence a new emotional state 


Emotional States 
Emotional States are actually 2 different things: 


e The STATE is the physiological “feelings” that you experience 

e The EMOTION is the psychological interpretation or “label” you put on the state 
We experience complex states made up of chemical and hormone interactions that cause a 
variety of reactions in the body. Our emotions are the interpretations we make of these 
experiences—or the labels we give them. 


So, based on what we talked about in Thoughts Create Emotions, we need to add a couple steps 
to the process. 


Situation > Interpretation (thought) > State > Interpretation (label) > Emotion 


What this means is the body responds to the thought first, then our minds interpret the reaction, 
label it, and an emotion is born. 


We can have physiological feelings that aren’t emotions. We can feel hot, cold, nauseous, or 
energetic. But, when we interpret them to have meaning, we turn them into emotions. 


Emotions literally mean action: ee MOTION. Each emotional state is designed to get us to do 
something, and often we do. Our emotional state affects our behavior, but it does not cause it. 
When we’re angry we’re more likely to be aggressive, but our cognitive (thought) processes 
allow us to make those decisions. 
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The map is not the territory 


The labels we give emotions are like a box or a map. What’s printed on the box may signal 
what’s inside, but it is NOT what is inside. Just like a map may describe a territory, however it is 
NOT the territory. Maps are simplified, inadequate and ultimately flawed. It would be like eating 
a menu. In the same way, what we call “anger”, the word, is not the experience. Saying you 
“love” someone hardly does the experience any justice. In fact, all words are simply signposts 
pointing toward meaning. The word “tree” is not a tree. 


So, what IS an emotion if it’s not map? Well, it’s not a “thing” either. You see, labeling an 
experience as an emotion makes it seem like a NOUN. This is why many people believe 
emotions are things they HAVE or that happen TO them. The truth is that emotions are verbs 
(emoting is the verb)—they are a PROCESS. Fear is the process of fearing, which is a string of 
sensations that occur in a pattern. Fear takes many steps from observation or contemplation to 
processing and interpreting; then to physiological reaction and FEELING, and finally labeling it 


as fear. 


If you obscure the process underneath a word label, you end up believing that emotions aren’t 
under your conscious control. Once we recognize anger is a process, we recognize we have 
power over it. 


Emotion Identification Chart: 


Below are 6 common emotions and descriptions of the emotion, physiological state, and 
common resulting behaviors. This chart will help you get a general idea of the signs and 
symptoms of each emotion to make them easier to identify; specifically, easier to identify early. 
Keep in mind everyone experiences each emotion somewhat differently and you may not 
experience all of the characteristics. 


LABEL EMOTION STATE BEHAVIOR 
Happiness | Intense, positive feelings of well- | Head held high (posture), wide- | Pleasant voice, 
being, pleasure, contentment, eyed, smiling, laughing, friendly, 
delight, joy, optimism, and relaxation of muscles, open body | swinging arms, 
gratitude. Affirmative, positive language. dancing. 
thoughts and mental clarity. 
Boredom | Low-intensity, unpleasant feelings | Low energy, slumped posture, Resting head, 
of apathy, restlessness, smirk or frown, low eyes, fidgeting, staring. 
indifference, emptiness, and shallow breathing. 
frustration. Defeatist thinking or 
wishing things were different. 
Anxiety Vague, unpleasant feelings of Restlessness, sweating, clammy | Pacing, biting lip, 


distress, uneasiness, stress, 
apprehension, and nervousness. 
Thoughts of uncertainty and worry, 
racing thoughts, difficulty 
concentrating and remembering. 


hands, hunched shoulders, 
swallowing, quickened breath, 
darting eyes, butterflies in the 
stomach, nausea. 


fidgeting. 
Irritability, 
hypervigilance. 


TT 


Anger Intense, uncomfortable feelings of | Muscle tension, headache, tight Loud voice, 
hostility and hurt. Feeling out of chest, increased heart rate, yelling, cursing, 
control. Thoughts of blame and increased blood pressure, heavy | sarcasm, pacing. 
resentment. Difficulty thinking breathing, clenched fist, Sometimes leads 
clearly or rationally. furrowed brow, showing teeth, to aggression, 

clenched jaw, sweating, including hitting 

trembling, flushed cheeks, large | a wall, throwing 

posture. an object, or 
lashing out at a 
person. 

Sadness/ Feelings of intense pain and Slumped posture and hunched Curling up into a 

Depression | sorrow, guilt, unworthiness, shoulders, long face, slow ball, laying 
disappointment, helplessness, movements, pouting, body aches, | around, 
gloominess, loss, grief, numbness, | crying, shaking, crossed arms, withdrawing, 
meaninglessness, loss of interest. fatigue, upset stomach, irritability. 
Defeated thinking and difficulty monotone voice. 
concentrating and remembering. 

(Depression is a long-term period 
of sadness.) 
Fear Intense feeling of dread, impending | Increased heart rate, increased Freezing, fleeing, 


doom, or panic due to a perceived 
danger or threat. Paranoid or 
worst-case thinking and hyper 
focused on the object of the fear. 


blood pressure, alert eyes, high 
eyebrows, corners of cheeks 
pulled toward ears, clammy, 
sweating, quickened breath, 
goose bumps, butterflies in the 
stomach, shaky voice. 


hiding. 
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Establishing Rapport 


What is rapport? Ultimately, it’s a state of understanding between you and another person that 
allows you to connect to them. In order for anyone you communicate with to truly understand 
and connect to you, they have to feel like they know, like, and trust you. 


Being in rapport means you are on the same page. You feel like you can relate or that you have 
something in common. Sometimes rapport happens naturally and you feel like you “hit it off” 
with someone right away, or you may feel you “get along well with each other”. This instant 
rapport is often what sparks friendships to be developed, and it’s why you naturally get along 
better with some people than others. 


But, when you work with or around other people, as well as if you need to make connections or 
influence people in your job, you need to be able to establish rapport with everyone, including 
those who you don’t naturally connect to. The good news is that rapport can be developed. 


Rapport is developed through physical posture and movement. People who are in rapport have 
compatible body language, tone of voice, or facial expressions. You can subtly connect to 
someone by matching and mirroring them. 


e Matching means that your body movements match theirs, for instance, if their arms are 
crossed, match them by crossing your arms. 

e Mirroring means matching your movements as a mirror image of theirs (such as if you 
are facing them directly). If they lean to the left, lean to the right—as if you’re a mirror of 
them. 


By doing this, the other person will feel that you’re on the same wavelength, without even 
knowing why, as their unconscious mind picks up on the fact that you are in syne with them. 


It’s important to note, here that your movements should be delayed by at least a few seconds and 
should be subtle because you don’t want the person to feel like you’re mimicking them. 


You can match/mirror another person using different parts of your physiology: 


e Posture: The angle of your spine, such as leaning forward, back, to the side. Head and 
shoulder position, such as tilted, slouched, up or down. The position of your body or legs, 
such as sitting, standing, leaning or crossing your legs. 

e Gestures: Arm movements, such as crossing, leaning on one arm, hand position, or 
expressive gestures. 

e Facial expression: Smiling, frowning, furrowing of the eyebrows, wide or squinting 
eyes, blinking, or other facial movements. 

e Breathing: Rate of breathing, fast or slow, or location of breathing, upper or lower 
abdomen. 

e Voice: Tone of voice, such as kind or angry, speed of speech, such as fast or slow, and 
volume of voice, such as quiet or loud. 


How do you know yow’re in rapport? 


e You will feel or sense a connection, such as having “clicked” with the other person. 
e You may observe a change in the person’s demeanor or physiology, such as skin 
flushing, relaxed shoulders, relaxed speaking. 
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e They may say something indicating the connection, such as “I feel like I’ve known you 
for ages.” 

e You may notice you are now leading them with your matching/mirroring, meaning that 
initially you were matching the other person, however now they, without realizing it, are 
matching you. When you change your body position, they change theirs. 
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COACHING TOOLS: 


GROWTH MINDSET AND TRUE 
CONFIDENCE 


Develop a Mindset of Confidence (Growth Mindset) 


2 Key Underlying Psychological Principles: 
1) Locus of control: what you believe is and is not within your control. 


e Some people feel like life is simply happening to them, like they’re a victim to whatever 
might happen. They have an external locus of control. 

e Other people believe they are in control of their lives. Even when something happens to 
them that appears to come from the outside, they still see how they have power over the 
outcome. This is an internal locus of control. 


How do you develop an internal locus of control and feel empowered about your life? 


Develop a bias toward action (2). If you feel like your life is out of your control, you’re 
unlikely to take action because you don’t believe it will make a difference. You have a bias 
toward inaction. So, in order to overcome this, you can begin taking action and seeing what 
happens. Doing this over time shows yourself that you have more influence over your life than 
you thought. You develop a bias toward action, meaning you believe you’re the type of person 
who takes action to influence their own life. This, in turn, develops your internal locus of control 
and makes you feel empowered to direct your own life. It gives you confidence. 


But, there is one core underlying psychological principle that is even more important to 
understand: The Growth Mindset. 


People who have this mindset are: 


e More resilient 
e Better at coping with failure 
e More likely to challenge themselves 


Those who do not have it are: 


e Less resilient 
e Poor at coping with failure 
e Avoid challenge that could reveal their flaws 


QUIZ: 


Consider this example and how you would feel if it was you. Imagine that you had a terrible day. 
You spilled coffee on your shirt on the way to work, you got a parking ticket on your lunch 
break, and your boss reprimanded you for publishing a document with several major errors. How 
would you react? 


a) You'd feel bad about yourself for being clumsy, unintelligent and unlucky. You’d accept 
that this is just how your life goes. 

b) You’d be upset but you’d be thinking about how you should probably use a better travel 
mug, be more careful when you park, and double check your work. 


Then, I want you to answer these questions: 
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If I told you that your intelligence, like an IQ score, is something about you that you can’t 
change, would you: 


a) agree 
b) disagree 


If I told you that talents are something you are born with would you: 


a) agree 
b) disagree 


So, did you answer mostly a’s or b’s? 


Before you dive into what this all means, the number 1 most important thing you need to know 
about it is: If you don’t already have this mindset, you can LEARN IT. 


This core belief system is called the Growth Mindset. And the opposite way of viewing the 
world is called the Fixed Mindset. 


If you answered all b’s, you have a growth mindset. If you answered some a’s, that’s okay, 
because your answers to those questions will be very different by the time you finish this course! 


Growth Mindset: the growth mindset is a belief that your basic qualities, including intelligence 
and talent, can be cultivated through effort. This means that while people may be innately 
different, with certain aptitudes and temperaments, all aspects of a person’s abilities and 
personality can be changed, regardless of where your setpoint is. 


Fixed Mindset: The fixed mindset, on the other hand, is a belief that these same characteristics 
are fixed at birth or become locked-in by a certain age. This means that some people are just 
inherently more talented or intelligent than others and that’s just the way it is. 


If you feel like at least part of you believes that intelligence and talent are fixed, you are not 
alone. Most people, especially in the western world, believe this because our culture teaches us 
that it’s true. SO, it’s not your fault. Emphasis is put on testing us to determine our intelligence, 
such as taking an IQ test or being graded. No one stops to think that a single test taken on a 
certain day at a certain age cannot possibly predict how well you would do on the test years later, 
after learning more, or when you’re in a better mood. But, we’re taught that these tests identify 
what we’ve got and that’s it. We’re stuck with it. 


We also live in a culture that is obsessed with “natural talent”. There are 2 problems with this. 


1. The people who work hard to develop their abilities far out-win the naturals in the long 
run. 

2. If being a natural is so important, it actually discourages the effort it takes for those who 
have to work at it. 


And, that’s exactly what happens. 


People with a fixed mindset believe they’ll always have the same level of talent regardless of 
how much effort they put in. They’ve either got it or they don’t. Because of this the spend a lot 
of effort trying to prove their abilities and intelligence. They want to look smart. So, if they’re 
not immediately good at something, they stop doing it. This is because they’re in a constant quest 
to prove that they are talented or intelligent. To a fixed mindset person, effort is a bad thing. 
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Having to work hard at something is a signal that you’re not a natural talent or that you’re not of 
high intelligent because if you were you wouldn’t’ have to try. As a result, they don’t challenge 
themselves, they don’t like trying new things, and so they never develop their potential. They’re 
trapped reaching only as far as their current abilities can take them. They’re trapped because 
failure is devastating. It means they are a failure. And because they don’t want to have to take on 
an identity as a failure, they’ Il often blame others or the outside world. Fixed mindset people find 
joy in being the best or being judged as talented or smart. 


Growth mindset people see the world very differently. They believe that the more effort they 
put into something, whether it’s practicing or learning, the better they will become. If they’re not 
good at something they see it as a sign that they have to work harder. They have little need to 
prove they are talented or intelligent and instead are on a never ending quest to continue to grow. 
How hard someone tries is how they measure the person’s value. They enjoy challenges and see 
them as an opportunity to learn something and expand their boundaries. They may not like 
failing, but they don’t ever believe they are a failure. They see failure as a learning experience. 
Growth mindset people find joy in progress and learning. 


So, what is important to know here is that if you didn’t already know that you can change and 
improve your talents, skills, intelligence, characteristics, and behaviors, now you know! 
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Mindset Assessment 


There are no right or wrong answers. Choose the option that best fits you. 


I believe I can always change my talent, no 
matter how much I have to start with. 


{© 1 Strongly Disagree 
f 2 Disagree 

€~ 3 Disagree Somewhat 
‘ 4 Agree Somewhat 

© 5 Agree 


E 6 Strongly Agree 


I like working on things that make me think 
hard. 


{© 1 Strongly Disagree 
© 2 Disagree 

© 3 Disagree Somewhat 
Ù 4 Agree Somewhat 

( 5 Agree 


f 6 Strongly Agree 


I don’t mind making a lot of errors when I 
first start learning something new. 


{© 1 Strongly Disagree 
© 2 Disagree 

€ 3 Disagree Somewhat 
{© 4 Agree Somewhat 

f 5 Agree 


{© 6 Strongly Agree 
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When something is hard, it makes me want 
to try harder. It doesn’t make me want to 
give up. 


(~ 1 Strongly Disagree 
© 2 Disagree 

£C 3 Disagree Somewhat 
© 4 Agree Somewhat 

C 5 Agree 


€ 6 Strongly Agree 


I know I can learn new things, but I don’t 
believe I can change my intelligence. 


€ 6 Strongly Disagree 
© 5 Disagree 

€ 4 Disagree Somewhat 
C 3 Agree Somewhat 

© 2 Agree 


€ 1 Strongly Agree 


I prefer doing things that I can do well at 
without putting a lot of effort into it. 


© 6 Strongly Disagree 
C 5 Disagree 

© 4 Disagree Somewhat 
€ 3 Agree Somewhat 

© 2 Agree 


© 1 Strongly Agree 


I prefer to work on things that I can do If I have to try hard or put in extra work, it 


perfectly or get right most of the time. makes me feel like I’m not good enough. 
C 6 Strongly Disagree C 6 Strongly Disagree 

C 5 Disagree C 5 Disagree 

£ 4 Disagree Somewhat © 4 Disagree Somewhat 

f 3 Agree Somewhat € 3 Agree Somewhat 

© 2 Agree © 2 Agree 

© 1 Strongly Agree © 1 Strongly Agree 


Add up the numbers that correspond to each of your answers. Your Score: 


Fixed Mindset Growth Mindset 


| | | | | 
8-12 17-24 24-32 33-40 41-48 
What it Means 


8-12: You strongly believe that your talents, intelligence, and abilities are fixed traits that can’t 
be changed. You see putting in effort and trying hard as a sign that you just aren’t good at what 
you’re doing. If you are not likely to do well or succeed, you would rather not participate and 
instead choose to do things that come easy for you. You believe that talented or highly intelligent 
people are that way naturally and they do not have to put in effort to be that way. 

17-24: You believe your talents, intelligence, and abilities probably don’t change very much. 
You tend to choose situations in which you don’t make many mistakes, you tend to do well, and 
you don’t have to put in too much effort. You believe that learning and improving should be easy 
to do. 

25-32: You’re not sure if your talents, intelligence, or abilities can be changed, but you recognize 
you can learn and change in some ways. You care about your performance and being good at 
things, but you also value learning something new that you’re not as good at, yet. You prefer not 
to have to try too hard. 

33-40: You believe you can increase your intelligence and improve your talents and abilities. 
You care about learning and growing, and you’re not afrait to put in effort to improve. You care 
about performing well, but you value learning, too. You would never avoid doing something in 
order to avoid looking or being bad at it. 

41-48: You strongly believe that you can learn, grow, and improve in all areas, including your 
talents, intelligence, and abilities. You enjoy being challenged by things you’re not good at, yet. 
You believe in the value of hard work, you don’t fear making mistakes, looking bad, or even 
failing because you know these things lead you to learn and improve. You value performing very 
well and therefore you value the effort and learning it takes to succeed. 


Remember: Your mindset can change and develop! You can shift your mindset more toward a 
growth mindset. Find out more at www.mindsetworks.com. 


86 


Developing a Growth Mindset Part 1: Awareness 


Now that you know what a growth mindset is and why it is such an important belief system, you 
can begin to practice this way of thinking. 


Awareness of Your Self-Talk and Fixed Mindset Triggers 


Everyone has an internal voice, and part of this voice is an inner critic, inner hater, or inner 
doubter—tt is the fixed mindset persona. You can hear this persona within the negative self-talk 
that happens in your thoughts and mind. It can sound like: 


I’m not good enough. 

I will probably fail. 

I can’t do this. 

I don’t want to risk it. 

I shouldn’t have to try so hard. 

If I’m not naturally good at this, I should just quit. 
It’s not my fault. 

This makes me uncomfortable, I’m not doing it. 
Why try if it won’t change anything? 


What does yours often sound like? 


Give your fixed mindset persona a name. Naming it helps you remind yourself that this 
mindset—or habit of thinking—is not who you are! 


I will call my fixed mindset persona: 


Identify your triggers. What situations tend to trigger your fixed mindset persona? 


e When you’re thinking about taking on a big challenge or learning something new? 
Always, sometimes or never? 
What does your fixed mindset persona tell you when you’re in this situation? 
e When you’re thinking about making a change? Always, sometimes or never? 
What does your fixed mindset persona tell you when you’re in this situation? 
e When someone criticizes you? Always, sometimes or never? 
What does your fixed mindset persona tell you when you’re in this situation? 
e When you fail at something? Always, sometimes or never? 
What does your fixed mindset persona tell you when you’re in this situation? 
e When something goes wrong? Do you beat yourself up or blame someone else? Always, 
sometimes or never? 
What does your fixed mindset persona tell you when you’re in this situation? 
e When someone else makes a mistake? Do you judge them? Criticism them? Always, 
sometimes or never? 
What does your fixed mindset persona tell you when you’re in this situation? 
e When you’re under pressure or on a deadline? Always, sometimes or never? 
What does your fixed mindset persona tell you when you’re in this situation? 
e When you procrastinate or are feeling lazy? Always, sometimes or never? 
What does your fixed mindset persona tell you when you’re in this situation? 


87 


e When you have a conflict with someone? Always, sometimes or never? 
What does your fixed mindset persona tell you when you’re in this situation? 

e When your reputation is at risk or you worry what others will think? Always, sometimes 
or never? 
What does your fixed mindset persona tell you when you’re in this situation? 


Awareness of Your Reaction 
Ask yourself, how am I rationalizing or judging the situation? 
How am I beating myself up or blaming others? 


What is the fixed mindset telling me? 
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Developing a Growth Mindset Part 2: Perspective 


You may not always be able to change what happens around you, but you always have a choice 
of how you respond, react, and how you view the situation. 


When you catch your fixed mindset persona with a limited thought, ask yourself, what else might 
be going on here? 

What is a more realistic and optimistic way to look at this situation? 

What are the good aspects of this situation? 

How can I look at this differently? 


Here are examples of rephrasing fixed mindset thinking as growth mindset thinking. Be on the 
lookout for any time you hear your fixed mindset persona taking over your internal dialogue, 
such as the reactions to the triggers you identified or the following common fixed mindset 
thoughts, you can change your perspective to a growth mindset, 


e When you hear yourself thinking something like: “What if you’re not good enough? 
You'll be a failure.” 

Change it to: “Everyone starts out not being good and successful people all fail along the 
way.” 

e When you hear yourself thinking: “If it’s this hard, you’re probably just not good at it.” 
Change it to: “If it’s hard, it means I need to put in more effort and it will be a great 
achievement when I get good at it.” 

e When you hear yourself thinking: “If I don’t try, I can’t fail and I will keep my dignity.” 
Change it to: “If I don’t try, I have already failed and I have no dignity.” 

e When you hear yourself thinking: “It’s not my fault.” 

Change it to: “If I don’t accept whatever part of this is my responsibility, I give away my 
power.” 


Go back through the fixed mindset triggers you identified and what your persona tends to tell 
you and rewrite a NEW thought from the growth mindset perspective. 


My fixed mindset trigger thought: 
My replacement growth mindset perspective: 
My fixed mindset trigger thought: 
My replacement growth mindset perspective: 
My fixed mindset trigger thought: 
My replacement growth mindset perspective: 
My fixed mindset trigger thought: 


My replacement growth mindset perspective: 
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Developing a Growth Mindset Part 3: Action 


So, at this point you’ve noticed your fixed mindset persona thinking limited thoughts and you’ve 
changed your perspective. The next step is the most important, and in fact is what truly makes 
someone have a growth mindset. The most important factor for developing a growth mindset is 
action. 


As yourself, what did you learn from the experience? 

What could you do differently next time or going forward? 

What would help you achieve this goal that you haven’t tried? 

What do you need to learn or what information do you need to gather? 
What steps will you take? 


DON’T STOP THERE! List out the steps that you will take, and for each one, identify exactly 
WHEN you will do it. If anything on your list cannot happen within 1 week, save it for later and 
re-assess at the end of the week. For everything else, include when you will do it and what you 
need in order to do it. 


Lastly, take 5 minutes to visualize yourself taking each of these steps, as you imagine they will 
play out, including achieving the goal and outcome you are aiming for. 


Practicing a Growth Mindset 


Select your favorite affirmations from the list below or write your own and put them somewhere 
you will see them every day, such as next to your bed, on your mirror, on the cover of your day 
planner, attached to your computer screen, or programmed into the calendar of your phone to 
remind you to look at them every day, at least once. 


e Everyone has a fixed mindset to some degree. Now that I know the difference and I know 
I can change, I am developing a growth mindset. 

e Challenges, risks, and failures do not reflect that I am a failure, they are opportunities for 
me to grow and improve. 

e Icare more about the process and the journey and who I become along the way than I do 
about the outcome. 

e [am glad that I am not perfect and that I never will be because it means I am not limited 
to where I am today. 

e What other people think about me is none of my business. I no longer allow other 
people’s opinions and judgments to hold me back from living a life of fulfillment and 
reaching my potential. 

e [am always looking for the meaning and lessons contained in all situations that can help 
me fulfill the greater purpose in my life. 

e I move past the discomfort of making mistakes quickly because I learn the lesson and 
allow it to help me improve so I can do better next time. 

e [know that no one starts out great at something and so I am willing to try new things and 
practice skills I would like to have, putting in the time and effort I know it takes to master 
this area. 
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I am the master of my thoughts, emotions, and actions and I do not give my power away 
by reacting to others criticism, judgment, or actions in a negative way. 

Having to exert effort in order to be good at something is a good thing because it shows 
me that I am capable of learning and improving. I love knowing I am not limited to my 
current strengths. 

I love knowing that even if someone else may be more naturally talented in an area than I 
am, a person with better work ethic will out perform a person with talent every time. 

I know that most truly successful people have failed their way to success. 

I have skills and knowledge today that I didn’t have before because I learned and grew in 
those areas, so I know I can develop any ability I want. 

If my talents, abilities, and intelligence are not fixed, this means my potential is truly 
limitless! 
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COACHING TOOLS: 


DEVELOPING AWARENESS AND 
MINDFULNESS 


Developing Self-Awareness 


For most people, the chaos and noise happening around them and within their own minds feels 
like all there is. They live in a constant state of reactivity, being pushed and pulled by the 
thoughts and emotions they experience. They’re controlled by a voice in their head that worries 
about everything that can go wrong, criticizes them for everything they do wrong, and feels 
guilty or angry about everything that went wrong. This voice interprets every situation 
instantaneously and we don’t question it, just like we don’t question our breathing. It all happens 
unconsciously, meaning we are unaware of it. And then we feel and act based on the voice’s 
interpretation. 


The truth is that everyone has a voice in their head, including you AND your clients. Some 
people’s voices are nicer than others, but everyone’s voice tends to have the same disfunctions. 
But the good news—perhaps the best news anyone can ever hear is that this voice is not who you 
are. If you’ve ever argued with yourself over something or you’ve ever noticed yourself thinking 
about something ridiculous or you’ve ever talked to yourself in your own mind, then you’ ve 
experienced that there are two of you. There is the one that does the thinking, feeling, and 
reacting and there is the one that is aware of the thoughts, emotions, and reactions. You are that 
awareness. You are the presence that witnesses the voice, but you are not the voice. 


This is important to understand, both as a person and as a coach who is working with other 
people. Both you and your clients will benefit from developing greater self-awareness. 


Some your clients will be more self-aware than others. Some will have been exposed to this type 
of thinking and others won’t. 


When you’re on a path of self-awareness, you begin by observing what your inner voice is doing 
and thinking. As you become more and more aware of what has always been going on 
unconsciously, beneath the surface of your awareness, you become conscious. You wake up 
from the dream. And the process for developing this awareness is called mindfulness. 


Until someone develops self-awareness and mindfulness, they will likely live much of your life 
on auto pilot, feeling like they have little control over your thoughts, emotions, or life. The truth 
is that unless someone knows what they’re thinking, feeling, or doing, they have no way of 
changing it. 


Simply developing this awareness is the key that unlocks all of your power. Power to direct your 
own inner voice, choose better-feeling emotions, and making better decisions. 


The first step for anyone is to start by listening to the voice in your head as often as you can. Pay 
particular attention to any thoughts that repeat. Be the observer of what is happening inside of 
you—both the surface of the lake and the depths. See if you can find and feel the deep calm at 
the bottom of the lake even when the surface is rough. 


As you practice mindfulness and observing your thoughts and reactions, you’ll be able to 
recognize even more clearly that the presence doing the observing is the true you. As you begin 
to pay attention with a sense of curiosity to discover what your inner voice is up to, you’ll begin 
to notice interesting things it does. You’ll notice when you are behaving in a way that is in 
alignment with our goals and our values, and when you are not. You’ll notice when you are 
smiling even though you are actually sad, or when you say you are fine even though you are not. 
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Or, you may notice that you are thinking negative thoughts about yourself, making you feel 
insecure. You may even notice when we are soothing yourself or feeling relaxed or happy. 


When working with a client, you will be that awareness while they become more tuned into 
themselves. You will be able to observe and bring attention to these things that they may not yet 
recognize within themselves. 


In this section, we’ll explore how to develop awareness of the present moment in order to be 
present enough to notice what’s going on in our minds and bodies. Then, in the upcoming 
sections of this course, we will be exploring different levels of awareness, starting with 
awareness of self-talk and negative thinking, then diving into awareness of emotions, and then 
looking deeper at the underlying beliefs that drive our thoughts, emotions, and behaviors. And 
then, we'll look at decision making from this new place of awareness. 


Remember that coaching is a process of self-discovery—so celebrate any time your client notices 
themselves experiencing a negative thought or emotion or an old pattern because this means 
they’re making progress! Once they are aware of what is not working they have the opportunity 
to change it! High five! 
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Present Moment Awareness 


The present moment holds the key that unlocks your freedom from suffering. 


You can only feel free, peaceful, content, safe, or happy NOW. This Now moment is, in fact, all 
that exists. The things we dream of and the ones we fear are nothing but a figment of the 
imagination. There is no “future” within which we will experience them. When we do experience 
the dream or the situation we fear, it will not be in the future, it will be NOW. Thinking of the 
future can have positive or negative consequences. Dreaming of a future experience of joy can 
make us feel better now, however worrying about anticipated pain or fear in the future makes us 
experience that suffering now. 


The key to understand about the “future” is that whenever you think about the future, you 
experience whatever you EXPECT the future to be NOW. 


This also applies to the past. There is no such thing as the past. By definition, the past means 
everything that has happened previously. This means it is NOT happening now and it never will. 
Yet, we can re-experience the past by thinking about it. Just as with the future, this can be good 
or bad. If we remember times we suffered, we re-live that suffering. Yet, if we recall positive 
memories of happiness—we get to re-live that happiness now. 


The trick, then, is to learn how to use the mind to PURPOSEFULLY recall memories or imagine 
future possibilities in a way that makes us feel GOOD, not bad. 


And when can we access this ability to CHOOSE our thoughts of future or past? You guessed it, 
NOW. 


Imaginary Suffering: Going to the future in our imagination can cause suffering. In fact, this 
mental time-travel is ultimately the cause of anxiety. Having your mind off in “la-la-land” while 
the rest of you is living in the here and now separates yourself from your experience of life. It 
separates your mind from your true self. One of my favorite teachers, Eckhart Tolle, refers to this 
distance as the “anxiety gap”. Think about it in your own life. When you feel anxious, isn’t it 
usually about something in the future rather than something that’s happening right now? 


2 ways that thinking about the future that can cause anxiety and suffering 


1. Thinking about the future can benefit your now if it feels good, as I mentioned. But 
sometimes thinking about the positive things we anticipate in the future can backfire. For 
the untrained mind (which refers to most of us) it is really hard not to think about what 
we want in the future without being acutely aware of the fact that it isn’t happening yet. 
This leaves us feeling lacking, inpatient, disappointed. 

2. When we imagine the negative things we fear MAY happen in the future, we experience 
worry and anxiety because of the uncertainty. We also experience the emotional turmoil 
we believe will happen if what we fear comes true NOW, as if it were real. Worrying 
about the future causes unnecessary suffering. It’s good to be aware of things that may 
come so that we can plan for how to avoid or deal with them, but when we’re thinking 
and worrying about the future beyond what we can actually deal with, we’re wasting our 
now moment feeling bad for no reason. 


Real Life Suffering: In some circumstances, an actual experience you find yourself in, at the 
moment, is causing suffering (you’ve broken your leg, you’re trapped in quick sand, you’re 
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being mistreated or abused by another person). In these case, you will be free from the suffering 
once you’ve healed, been rescued, or the person goes away or stops. However, there is another 
LAYER of suffering that happens because of our thoughts or judgment about the situation. In the 
moment, we are judging the situation as bad and we are often projecting this suffering into the 
future as well, expecting it to continue. These thought processes add to our suffering. In these 
“real life” situations, we may not be able to do something to make it stop, but we CAN do 
something about the thoughts that are making the experience worse. 


We can bring our awareness to the present moment. When we look at the pain, the fear, or the 
hurt that are happening while also paying attention to our physical body, our breathing, and other 
sensations—rather than allowing our mind to judge the experience and conjure things to fear in 
the future. By becoming aware of the present moment we minimize the suffering we experience. 


Whether you find yourself experiencing imaginary or real life suffering, become aware of the 
present moment. 
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Present Moment Process (Mindfulness) 


Use this process any time you catch your thoughts going toward the future (or the past) in a way 
that is making you feel uncomfortable, insecure or anxious. The more you practice catching 
yourself and bringing your awareness to the now, the easier it will get and the EARLIER you 
will be able to catch yourself. 


Become aware of the moment 

Notice your body 

Jotice your breathing—appreciate your lungs and your heart 

Notice the warm, tingling sensations in your hands 

Feel the life in your whole body 

Notice the sounds around you—appreciate how your ears interpret the vibration and 

allow you to experience your environment 

Notice the space in the room you are in—feel how the empty space allows the objects to 

be there 

Notice the light around you and where it’s coming from 

e Ask yourself, what is right with this moment? What is beautiful? What do you 
appreciate? 


eoeoeeoeeoee®@e 
Z 


Why does this present moment awareness process work? Because if you stop thinking, by 
intentionally focusing your mind on the present moment, you stop resisting or worrying—and 
you feel better. Doing this SLOWS DOWN your thinking. 


So, now that your mind is back within your control—ask yourself: 


e What would I prefer to think about instead?* 
e Is there a different way I can look at this topic that I feel better about? 


*Now is a good time to repeat positive affirmations or incantations (in another video). 
Be Patient—It Takes Practice 


I have experienced the freedom and peace of the Now. But, like most people I used to have a 
hard time staying there for long.... I would catch my thoughts in the act, bring my attention to 
the moment, feel relief... and then jump right back into conjuring up future moments in my 
mind. Then, I’d catch myself again, snap myself out of it and focus my attention back on the 
Now. I’d experience some relief—at least for a moment or two. But after years of practice I can 
USUALLY avoid getting sucked into my mind’s future fantasies when I know they won’t benefit 
me. Plus, I’ve developed the ability to imagine what I WANT in the future in glorious detail and 
to feel the joy of it happening NOW, without the twinge of disappointment that it isn’t actually 
happening now. This takes practice as well. The key here is that I think about the future when it 
benefits me, and minimize thinking about it when it doesn’t. 


Should YOU think about the future? 


If thinking about what you want in the future causes you anxiety because you can’t help focusing 
on NOT having it now, then don’t do it (until you practice the art of believing in your dreams). 
Or, if you can’t think about the future without worrying about everything that could go wrong, 
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then stop. For you, it would be better to focus on the present moment — not the “life situation” 
you believe exists at this period of time (the one you resist) but the ACTUAL present moment. 


On the other hand, if you can’t seem to focus on your immediate surroundings without your 
inner thinker judging all the things wrong with your current “life situation” — and the future feels 
like the possibility for respite, hope, relief—you would be better off changing your focus to what 
you DO want in the FUTURE and GO THERE NOW. The key here being that you must imagine 
it happening NOW—and believe it—in order to eliminate any suffering. 


What it comes down to is the recognition of choice. In this moment, if you become aware, you 
have the ability to choose to think about whatever makes you feel BETTER in this moment, 
whether that means bringing your attention to the sensations of the moment, thinking about 
what’s happening from a more empowered perspective, or dreaming of the future in a way that 
gives you hope or inspiration. The choice is yours and the time to make the choice is, and always 
will be, now. 


Square Breathing 


As you discovered in the mindfulness meditation video, paying attention to your breathing can 
help increase focus and decrease stress. This square breathing technique is another method to 
focus the mind, this time using controlled, deliberate breathing. 


Square breathing is very simple. A square has four equal sides. Square breathing has four equal 
sections. Inhale for 4 seconds, hold it for 4 seconds, exhale for 4 seconds, and then hold for 4 
seconds again, and then repeat. If you find it hard to hold your breath for 4 seconds in this cycle, 
count to 3 when going around your square instead. 


It can also be helpful to imagine moving along the edges of a square object, so visualize yourself 
breathing around the 4 corners of a square, a box, a window, a photo frame, or anything else 
that’s square. 


Looking for a simple way to soothe away tension during a stressful work day? Need a break to 
refocus your attention? Square breathing is a simple, easy, and effective way to calm yourself 
and enjoy a few minutes of tranquility. 


Continue this activity for a minimum of 5 minutes and as you get used to it, expand the amount 
of time you continue this breathing pattern to 10 or 15 minutes. 
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COACHING TOOLS: 


EMPOWERING THINKING AND 
SELF- TALK 


Reframing Negative Situations 


Reframe Negative Experiences 
Identify something that happened that made you frustrated, sad, angry, or disappointed: 


Ask yourself the following questions: 


“What else might be going on here?” 

“What did I learn from this experience?” 

“What can I do differently next time?” 

“What positive outcome eventually came as a result of this situation? 
“What meaning does it have? What purpose does it give me?” 

“How can I use this for GOOD?” 


Practice: Make a list of any experiences from your past that were “negative” and then identify 
the positive outcomes and/or the empowering lessons you can take from them. 
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Developing Awareness of Self-Talk 


Negative Self-Talk Triggers 


1. Self-Limiting. What do you hear your inner critic say that sounds like an excuse? 
Why does it say you can’t do what you want? 
What does it say when it is shutting down possibilities? 
2. Assumptions. What does your inner critic tend to assume about? 
When does it tend to think it can read people’s minds? 
What does it tend to assume other people will think about you? 
What stories does it tell you that probably aren’t even true? 
3. Re-runs. What repetitive, automatic thoughts have you been thinking for a long time? 
What memories do you tend to replay in your mind over and over again? 
What stories from your past or about yourself do you tend to talk about? 
What phrases do you say to yourself or others repeatedly (especially the ones when 
you’re judging yourself)?For example: “I’m always late” or “I’m an idiot” or “here we 
go again” or “this always happens to me”. 
4. Others’ Thoughts. Who’s voice to you regularly hear in your head? 
What do they say? 
What do you tell yourself you “should” do? 
Do you really believe that you “should” do this? (Hint, if you’re feeling a sense of guilt, 
it’s probably not your own, original, belief.) 
If yes, make it a MUST and do it. 
If not—if this is someone else hijacking your mind, tell them to GET OUT and then ask 
yourself, what do I really believe? 
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What’s Your Inner Critic’s Personality 


The worrier: Points out everything that can go wrong. Stirs up emotions of anxiety and fear by 
imagining disasters, expecting the worst, and overestimating the odds of something bad 
happening. It tends to say “what if”? 


The critic: Constantly judges and evaluates your behavior and points out your flaws. Jumps on 
any mistake you make and reminds you of past failures. Compares you to others and assumes 
they will judge you. It even minimizes your accomplishments! It tends to say “you’re an idiot”. 


The victim: It tells you that you’re hopeless, not making progress, or that it’s too hard. It tells 
you there is something wrong with you, your incapable, unworthy. You’re not smart enough. 
There are too many obstacles in your way. It’s not your fault. It tends to say “I can’t”. 


The perfectionist: It pushes you to do better but even when you do better you still feel like 
you’re not good enough. There is always more you should be doing. Mistakes and setbacks must 
be avoided or quickly moved past. It pushes you to seek external validation, achievement, status. 
Acceptance by others is of the utmost importance. It probably even stops you from taking action 
because you’ re afraid to fail. Tends to say “I need to do better” or “I’m not good enough”. 


Take Your Power Back from Bob 
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Now that you know what to look out for so you can notice your inner critic in action, go out into 
the world and practice observing it. When you catch your Bob in the act, use the following 3 
strategies to take your power back from these negative thoughts. 


IGNORE BOB: Don’t take BOB seriously. When BOB starts rambling on incessantly or 
hops on a negative train, imagine BOB has a funny voice or is wearing a clown suit. BOB 
is not you, and it doesn’t know what it’s talking about. 

PROTECT BOB: BOB’s easily influenced, so always ask yourself if YOU really 
believe what it’s saying. We already talked about getting people out of your head. One 
way to do this is pay special attention for any thoughts coming from BOB that sound 
eerily similar to things other people say (such as your parents, the media, authority 
figures). Choose what you expose BOB to wisely, because he’s apt to believe it and 
repeat it. 

OBSERVE BOB: As often as you can, remind yourself to watch your BOB. Notice what 
it’s thinking about. If you don’t like what it’s thinking about, CHOOSE A NEW 
THOUGHT. You’re in charge. Many of the activities discussed throughout this course 
are designed to help you observe, record, and re-direct your bob. 


Remember that it takes time to get good at keeping your BOB in check. You'll notice times 
when BOB runs off on a tangent of terrible thoughts without you noticing—sneaky BOB! But no 
worries because when you eventually notice what BOB is doing you can WHACK BOB on 
the head—it’s like playing Whack-a-Mole. 


Whack him and say “bad bob!” and laugh. 


This stops the negative thought, giving you a moment to remember that you have a choice. You 
can then implement one of the thought-changing strategies you learn in the course and pick a 
better thought. The more you observe your BOB the better you’ ll get at catching it in the act— 
and as you practice, the voice will get quieter and your inner cheerleader will take the lead. 


Play whack-a mole with your inner critic! 
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Uncovering the Lies 


Uncovering the Lies Self-Talk Activity 


When you are completing this activity, focus on one category at a time. 


Materials you’ll need: 


1 pen 
1 pencil 
10 sheets of lined paper (as many as you need) 


How to Uncover the Lies and Rewrite Them 


Step 1: Identify the Lies 


Start with your pencil. Write down a lie your inner critic tells you about yourself. 

Skip 4 lines 

Staying in the same life category, write down another lie. 

Skip 4 lines 

Once you’ve exhausted beliefs in this category, move onto another category and repeat. 


For example: 


I'll never get married. 
Step 2: Tell the Truth 


Put away your pencil and take out your pen. 

On the line under each lie, you’re going to write the truth. The truth could be the opposite 
of your lie or it could be simply something nicer. Reach for the highest level, self- 
affirming belief you can find. NOTE: Make sure your truth is written as a positive 
statement. Do not use “not” or “no” or “isn’t” or “don’t”. For example, if your lie was 
“I am stupid” your truth would not be “I am NOT stupid” it would be “I am intelligent 
at many things”. 


Step 3: 7 Daily Reminders 


Next, read the lies and the truths to yourself every day for 7 days. 
On the 7 day, ERASE the lies. 


Revisit this activity any time you need a pick-me up, a reminder, or if you discover there are 
more limiting, critical beliefs you want to uncover and replace. 
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Eliminate Excuses (Say "No" to "But") 


So, you have tools for success, you have made a decision to create your life, you’re willing to 
grow as you go along, and you’re ready to take action. But, your unconscious, limiting beliefs— 
your excuses—could still hold you back if you don’t nip them in the bud. 


Say “no” to “BUT”! BUT is the word that usually precedes an excuse. The dictionary defines an 
excuse as: “self-justification; 'a defense of some offensive behavior or some failure to keep a 
promise'.” “Buts” are simply what you use to self-justify why you are not living the life you truly 
desire. Below are common “buts” that many of us use. If you are honest with yourself, you will 
see that these are in fact excuses and not legitimate reasons. The question is, then, why do we use 
these “buts?” Each “but” serves its own purpose, but ultimately they all help us to remain safe— 
to stay where we’re comfortable. 


But, it’s too hard. Is it really too hard? How would you know; have you done it? You have 
made it through so-called “hard” things before, haven’t you? Saying “but” gives the illusion that 
what you want is not possible so that you can avoid doing it. 


But, it’s too risky. An intelligent decision based on a deep desire, good research, and a solid 
plan is not risky at all. You choose to fear risk instead of facing your other fears, like failure. 


But, it’ll take too long. What is a “long time” anyway? For that matter, what is “time?” It is 
more accurate to look at time as an emotion, not a unit of measure. How “long” something takes 
has nothing to do with how much clock time passes and everything to do with how you feel. So, 
then why does it feel like it will take so “long?” Because you feel overwhelmed! In reality, time 
will pass anyway, regardless of whether or not you make the change. You say this as a way to 
put off making a decision. Really, you fear commitment, not time. 


But, it’s overwhelming. If you are feeling overwhelmed it’s because you are thinking too big. 
It’s important to see the big picture, but you don’t want to “bite off more than you can chew.” 
Break it down into manageable chunks and stay focused on the positive. 


But, I don’t have time. This is the most commonly used “but,” and it is totally bogus. In “It'll 
take too long” we discussed how time is simply an emotion. So, by saying you “don’t have time” 
you’re saying you feel overextended or inefficient. You may not want to admit it, but you have 
chosen your life situations. If you are overextended it was your choice. It's a great reason not to 
take action. We all make time for what is important to us. 


There are three solutions that can help you “make the time.” 


e Organize your life to free up time 
e Eliminate lesser important activities 
e Change your perspective 


We are all guilty of using “buts,” and we all suffer the consequences—not living the life we 
really want. Use the worksheet to assess what “buts” are holding you back. 
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WORKSHEET: Excuses... Say NO to But! 


Which of the following common “buts” has held you back in the past? 


But, it’s too hard. But, it’s too risky. 
But, it'll take too long. But, it’s overwhelming. 
But, | don’t have time. Others: 


For each excuse you commonly use, write a positive affirmation statement. For example, change 
“T don’t have time” to “I make time for what is important to me.” 


BO OO! I, FON AT Me IS 


— 
> 


105 


COACHING TOOLS: 
EMPOWERING EMOTIONS 
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Thoughts Create Emotions 


Should emotions be trusted? 

COMMON BELIEF: You should always trust your emotions. 
COMMON BELIEF: Feelings are irrational and can’t be trusted. 
So, which is it? They’re BOTH wrong. 


Emotions and feelings are neither right nor wrong, accurate or not. Emotions are simply your 
body’s reaction to what you are THINKING, whether you’re thinking on purpose or not. Your 
belief system and other unconscious thoughts are happening on autopilot all the time, and often 
cause emotions. That’s why sometimes you have NO IDEA why you feel the way you do. 


So here’s an example of why emotions are never either right or wrong... because they’re just 
reacting to your thoughts... 

e Think about something don’t have (that you want). You may think you’re unhappy 
because you don’t have it, but that’s not true. You are unhappy because of the 
THOUGHT of not having it. 

e Have you ever been happy while not having it? 

e Ifyou didn’t have it but didn’t care, would you be unhappy? 

e If you still didn’t have it but were doing something that kept you from thinking about it, 
such as going down a roller coaster, would you be unhappy about it? 

e You see, not having want doesn’t make you feel bad. Thinking about it does. 


Where do emotions come from? 


In almost all cases, it is our thoughts that create our emotions. Sometimes our unconscious mind 
and senses are picking up ques from our environment that trigger emotions, such as reading a 
person’s body language or facial expression and having an automatic emotional response or 
sensing danger and having an automatic fear response. However, the rest of the time it is NOT 
the outside world or the situation that causes our emotional reaction. It is the mental filter that the 
situation passes through—aka, our interpretation—that then causes our emotional reaction to the 
situation. 


Situation > Interpretation (thought) > Emotion 
In psychology this process is addressed in Cognitive Behavioral Therapy (CBT). CBT is 
empirically tested and used in therapy, life coaching, and organizational psychology. CBT uses 
strategies to interrupt unhealthy thought patterns and use positive self-talk and imagery to 


redirect the patient’s thinking in order to change their mood. 


The key to understand here is that CBT provides evidence that we have control over our 
thoughts. And if we have control over our thoughts, we can control our emotions. It may be 
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challenging to do this, but it is a skill that can be learned. Here’s the process: 
Recognize Emotion> Identify Thought > Change Thought > Change Emotion 


Changing your thinking in order to change your emotion is the purpose of this video, and 
there are 2 ways to do this: 

e Focusing on something else (distraction): When you’re experiencing an undesirable 
emotion and identify that the cause is what you are thinking about, your first line of 
defense is to literally just change the subject of your thinking, just like you would change 
the subject of a conversation with another person if it isn’t going anywhere good. 
Sometimes the best way to feel better is to focus, instead, on something that feels better. 
Stop thinking about the thoughts that are triggering your emotions and the emotions stop. 
Thinking about something positive makes you feel good. This is great, and it works, but it 
doesn’t always work. Sometimes the thoughts aren’t going to go away. They’re strong 
enough you can’t distract yourself from them. The situation you’re judging in your mind 
is in your face and persistent. In that situation, you can reach for a new PERSPECTIVE 
that helps you think differently about the situation, and therefore feel better. 

e Finding a new perspective: When you change the way you look at things, the things you 
look at change. Even in the same situation or with the same facts, if you change your 
viewpoint your experience of the situation will change. Here is an example: a man was 
visiting a friend’s house and went into the kitchen to make some tea. He didn’t find a tea 
kettle, and so poured water into a glass coffee carafe and placed it on the gas stove. He 
returned to the living room and minute later smelled something burning. He returned and 
found that the handle of the carafe had caught fire. He quickly put the fire out. He 
apologized to his friend and was feeling both embarrassed and guilty. His friend, 
however, was laughing and complemented him on his “fireman” skills. Same situation, 
different perspectives—and the result was completely different emotional responses. 


Now, I’m going to take this further and make the claim that EVERYTHING IS CREATED 
BY THOUGHT. Everything. 


So, if thoughts cause emotions, what do emotions cause? Decisions. And what do decisions 
cause? Actions. And what happens when you take actions? You get results. The results can be 
experiences, jobs, relationships, or objects like cars or phones. Actually, the objects themselves 
were created by thought. Really! 


Thought > Emotion > Decisions > Action > Results & Stuff 


Think about the phone or computer on which you are watching or listening to this program... 
Before you owned it, you (or whoever bought it for you) had to have the thought to buy it... and 
for it to be at the store, someone had to have the idea to stock it and sell it, and before that 
someone had to have the idea to make it and before that someone had to have the idea to invent 
Hs; 


So, if you’re using an iPhone, for example, Steve Jobs and his colleagues at Apple literally 
thought the iPhone into existence... but it doesn’t start there... before that someone had to have 
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the idea for a touch screen and someone else had to have the idea for apps and someone else had 
to have the idea for a cell phone and before that someone had to have the idea of a phone and 
before that someone had to have the idea of wanting to communicate over a distance... and 
before that someone had to have the idea to communicate in words and before that someone had 
to have the idea to communicate at all. And before that someone had to have an idea at all. And 
before that someone had to exist which means someone had to have a thought about... oh wait, 
never mind, let’s not go there. 


So, can you see how all of these ideas (thoughts) are what lead up to this piece of technology 
sitting in front of you? Can you appreciate that thousands of years of evolution of thinking has 
been conspiring so that you can be watching or listening to this right now? 

It’s pretty amazing, and I hope I’ve convinced you that thoughts create emotions, which leads to 
things. 
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Momentum: Stopping It Early 


Momentum is energy that builds up the longer you do, think or feel something. This energy is a 
force that pulls you to continue going in the direction you’re already going. The best way to 
understand momentum is to imagine taking a car to the top of a big hill, such as the streets in San 
Francisco, which are famous for being steep. If you put the car in neutral and gave it a nudge 
down the hill, it will begin to roll. As it continues to roll, it picks up speed and the physical mass 
being in motion will continue to gain energy, go faster, gain momentum as it rolls down the hill. 
At the top of the hill it is going slow. If you jumped out in front of it immediately after you gave 
it a nudge, you could stop it. But, if you tried to stop it at the bottom of the hill, you’d be dead. 
The increase in the energy of the car’s movement in that direction is momentum. 


The same principle that applies to the physical world also applies to thoughts and emotions. The 
more that you think about or focus on or talk about or feel something, the more momentum that 
thought or emotion gains. 


So, when it comes to dealing with emotion, emotional intensity and regularity equate to 
momentum. The emotion of uncertainty has much less momentum than anxiety, and fear has the 
most momentum. That is why it is so much harder to get yourself out of a state of fear than a 
state of uncertainty. 


LOW MOMENTUM EMOTIONS: Get out in front of it early. Low intensity emotions are like 
the car that just got pushed toward the hill. They’re not moving very fast and they don’t have the 
energy to drag you down or run you over. If you’re feeling uncertain, or another more mild 
emotion, you can jump out and stop it. You can redirect your focus onto something more 
pleasing or you can change your perspective. But, if you don’t stop it early, and it picks up 
speed, it takes a great deal more effort to stop it. 


MEDIUM MOMENTUM EMOTIONS: If you’re feeling anxiety (or anger), you’ ve already 
gained some momentum. Your car is going faster. You may need to pull out in front of it with 
another car or drop a boulder on it. The more momentum/intensity your anxiety has, the more it’s 
going to beat up on you when you try to change it. At an emotional/mental level, the 2"4 car and 
the boulder could be going for a walk, listening to an inspirational so, talking to a trusted 
supportive friend, taking a bath or taking a nap. A simple thought change won’t work at this 
point because the anxiety has momentum and will just continue to pull you along with it. That’s 
why these actions I suggested take a higher level of action. It takes a higher level of distraction to 
stop the momentum, but once you do you can focus on and do things that shift the emotion in 
another direction. For this reason, everything we teach has the ultimate goal of helping you 
develop the ability to CATCH IT EARLY—to notice the emotion, identify the thought, and 
change your direction BEFORE it spirals out of control 


HIGH MOMENTUM EMOTIONS: If you’re nearing the bottom of the hill in San Francisco and 
you can see that you’re headed for the Bay, what do you do? You have 2 choices: 


1. Slow the momentum. At this point you cannot stop the momentum in its tracks. Instead 
of a car on a hill, imagine your fear is like a freight train barreling across the countryside. 
You want it to be going the opposite direction—toward relief and hope and joy—but you 
cannot change a train’s direction all at once. If you tried, the train would buckle under the 
pressure and everything inside of it would be destroyed. It would go off track and ruin the 
rails. Expecting yourself to flip the switch from fear to happiness (which is impossible) 
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has the same effect on you. 

First, you must SLOW the momentum. You can put on the breaks. You can put objects 
on the tracks that slow down the train. Emotionally, you can practice self-control 
techniques that you’ve learned while NOT in a state of fear. You can try the techniques 
mentioned above. You also have time on your side because eventually the fear will 
dissipate. Once momentum slows, you have the opportunity to start over and begin going 
the other direction. The more you focus your thoughts and attention in the direction of 
things that feel better, you pick up momentum in the way you WANT to go. The more 
momentum and speed you have going toward certainty and hope and enthusiasm, the 
harder it is for your emotional train to start going back the other way toward fear. 

Hold on. It will be over soon. In many cases, there is not much you can do other than 
damage control. The momentum is too great. Do your best to let go, accept where you are 
stay safe. You’re in a state of fear (or despair). But all hope is not lost. Inevitably, the 
experience will end and the fear will dissipate. You can start fresh next time and practice 
the tools that help you stop the emotional escalation before momentum builds. 
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Situational vs Psychological Fear 


Situational Fear. If our bodies didn't have a natural stress response we would be dead. Actually, 
our ancestors would have died and we never would have been born at all. Our fight-or-flight 
response was designed to save our cave-dwelling ancestors from an untimely death in the jaws of 
a saber-toothed predator or other danger. Our bodies increase our heart rate and send a flood of 
adrenalin and cortisol throughout our bodies, getting oxygen to the brain and energy to the 
muscles. This “fear response” provides us an instinctive form of self-protection, allowing us to 
flee dangerous situations or muster the strength to defend ourselves. This is situational fear—fear 
that is triggered by an immediate threat in our current situation. 


It’s true that instinctual fear is healthy. It keeps us safe. But many people give fear too much 
merit—they believe that by living in a state of fear they’re somehow protecting themselves and 
their loved ones. But unless you’re under immediate threat, fear is completely unnecessary. You 
don’t need fear to avoid danger — just a minimum of intelligence and common sense. For 
example, the reason you don’t put your hand in the fire is not because of fear. It’s because you 
know that you’ll get burned. When a child touches a hot stove and gets burned, they learn that 
fire equals pain. They learn to avoid touching fire. There is no fear involved. 


Now, as an adult this person may be in a home that catches fire—and it would be natural for 
them to become fearful. The resulting fight or flight response would help them quickly and 
safely exit the burning building. However, if this person, as a child or an adult, develops a “fear 
of fire’—meaning when they think about fire they become frightened—they are experiencing 
psychological fear, not real fear. 


Psychological fear is divorced from any concrete and true immediate danger. It is always fear of 
something that might happen. 


The problem is that while you can always cope with the present moment, you cannot cope with 
something that is only in your imagination. This is the reason many people report that the thing 
they were afraid of, when they finally actually experienced it, wasn’t “as bad as they expected”. 


Here is an example of how real fear is different than psychological fear and why the latter is 
harder to deal with. If you were driving and notice out of the corner of your eye that a car is 
about to hit you, your body responds and you enter the fear response. The car swerves and 
danger is diverted. If this has ever happened to you, immediately after the situation you likely 
noticed your heart was beating in your chest and your breathing was heavy. You may have 
noticed your palms were clamy or that you felt shaky. But, since it’s over, your mind says “‘it’s 
okay now” and your body begins to calm down. Within a couple minutes you’re back to normal. 


This is because the chemicals and hormones and heart rate we experience in order to save our 
lives are supposed to return to normal after our Neanderthal is sitting around the cave fire telling 
his buddies about his narrow miss. But in the modern world our bodies don't normalize because 
our stress isn't caused by threat of death. For us, everything looks like a toothed predator! Our 
stress is constant! Overbearing bosses, tight schedules, nagging children, distant spouses, and 
empty hearts put many of us in a state of chronic worry, anxiety and stress. 


Our habit of worrying puts us on edge. Then, a stressful situation can agitate us further, adding to 
the tension we already had and causing physiological reactions, such as increased heart rate, high 
blood pressure. If we continue to focus on the “problem” causing our state of anxiety, it gets 
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worse. We feel out of control. Our body fully enters the state of fight or flight. And, here’s the 
key... because there is no REAL THREAT happening our mind cannot say “here is the danger 
and this is what you can do to protect yourself.” And because it’s not real, your mind cannot stop 
it and then say “it’s over, I’m okay now.” The mind, who is trying to protect you, then looks at 
this fear response and thinks “there must be something wrong.” It escalates the situation and you 
begin to panic. You think there’s something wrong with you. You may even think you’re dying. 
You’re under attack, but the assailant is YOU. 


This is psychological fear, and although the experience is very real, what you are afraid of is 
imaginary. You are fighting a battle with a phantom shadow. 


The best way to win this battle with psychological fear is to stop it before it starts. Remind 
yourself that it’s not real and that you have the power to stop yourself from spiraling into a state 
of fear. Catch yourself when you’re feeling stressed, uncertain or anxious and take action to 
change your situation, environment or mental focus to help you de-escalate your emotional state. 


The rest of this course is dedicated to providing techniques for emotional self-control to avoid 
and de-escalate anxiety and fear. 
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COACHING TOOLS: 
EMPOWERING BELIEFS 
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Understanding Schemas 


Schemas are known as the building blocks of knowledge. Think of schemas like a storage unit of 
information where we have boxes that we put things in that are similar in content. This 
organization helps us understand what things mean. For example, when we are a child we may 
see a four legged animal and we are told that it’s a “dog”, and then every time we see a four 
legged animal we assume it’s a dog regardless if it’s a cat, a cow, or any other four legged 
creature. However, with time we refine what it means to be a four-legged animal, and we get 
more specific about what type of four-legged animal it is. When we have new experiences, we go 
into the box that matches the experience and add to the information. This process has three 
aspects: assimilation, accommodation, and equilibrium. 


Assimilation: Let’s look how it works when we have a new experience. First, we first try to 
assimilate it. Assimilation means that we try to use existing schema or knowledge to deal with 
this new experience. In other words, we try to put it into one of the boxes in the storage units. It 
is easier to fit new information into something we already know because we already have a 
framework for it. The cat, cow and dog all fit neatly in the four-legged animal box. 


Accommodation: What happens when we cannot fit it into any of the boxes? Then, we move 
into accommodation. Accommodation happens when the new information or experience does not 
work or fit into our old story or understanding. In this circumstance, we need to change our 
schema or perception in order to deal with the new situation. Our boxes must be changed, and 
sometimes we may need to get rid of some of our old boxed to make room for our new 
understanding. So what is the big deal? 


Equilibrium: Our minds like to be in a state of what is called equilibrium. This means that we 
are in a place where we have certainty that we know and understand our reality. When we 
experience something that makes us question our reality (because we can’t assimilate it), we find 
our self in a place of disequilibrium. This makes us feel anxious, nervures, and stressed because 
it forces us to throw away some of the boxes that have made up our reality. 


If you are creating a new story, you are going to have to make changes to your storage unit, 
which is your belief systems about life, about who you are, and what is possible. This means that 
you are going to have to develop strategies to deal and cope with uncertainty that exist as you are 
changing your schemas. 


It’s important to understand that it is normal to feel uncomfortable, have fears, and even be 
anxious with the process of change. HERE IS THE GOOD NEWS—the discomfort will pass 
because as you accommodate the information into your understanding of life and the new you 
you will reach a place of equilibrium. For many people it is easier to neglect the new “them” and 
go back to what was “normal”. However, you are committed to your change process. You now 
understand that after the change to your beliefs and identity is made, you’ll develop a new 
“normal”. You just need to see this process through in order to get there. 


So, ask yourself what can you do to put yourself at ease and remind yourself that this is normal 
and the stress of change will pass? 


What can you do when you need to unwinds and distress in a healthy way? 
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Conditioned Beliefs 


In our society there is a common belief we like to call the “Big Lie”—the idea that our society 
and childhood upbringing do not influence who we are today at the deepest level. Most people 
do not deny those things have an impact, but they think the effect is minimal and resist believing 
that their experiences and other people formed their beliefs. However, the reality is that by the 
time we reach adulthood, all of us have developed a pattern of how we automatically react to 
life’s challenges. We have also develop belief systems and attitudes that have been shaped by 
those around us. Each of us have learned different ways of reacting, which is why when faced 
with challenging situations some people may react by shutting down, others reach with anger, 
other with anxiety, and others with excitement. What determines the different reactions is the 
different ways the individuals view the challenges, based on their conditioning—their learned 
response. 


The power of 45% 


So, how powerful is conditioning in creating our current story? There are research studies that 
have demonstrated that most of our daily habits is characterized by repetition. In fact, research 
has determined that about 45% of everyday behaviors are repeated behaviors that tend to occur 
in the same location almost every day (Quinn & Wood, 2005; Wood, Quinn, & Kashy, 2002). 
This means that for almost half of our day we are running on autopilot. We repeat the same 
actions, behaviors, and thoughts because we are triggered by something in our environment. The 
challenge is that the part of our brain (prefrontal lobe) that helps us think critically, problem 
solve, and make different decision shuts off when we are on autopilot. In other words, we have to 
WAKE UP and become aware of our conditioning so we can change it. 


For example, what if you grew up watching your parents come home and complain about how 
much they hate their jobs and you find that now you come home and do the same thing. Would 
you change it? Would you look for solutions? Probably not because you have been conditioned 
to think that it normal and probably do not even realize that you are doing it. Therefore, 
reflection is key to unmasking these conditioned behaviors and beliefs. 


By reflecting on how much of what we do and think did not originate as our own idea, and 
letting go of things that do not serve us, we are freed to embrace a new mental state and a life 
that is more genuine to who we truly are and how we want to live. 


Conditioning can be defined in many ways, but ultimately it is the residual effect of all past 
influences on our life, including, stored emotions and learned reactions. 


The reason that understanding your conditioning is so powerful is because it is what created your 
foundation of understanding of life, emotions and behaviors. We develop an understanding of 
what a story is and what should be part of our story. This impacts how we react, behave, think, 
and what we create in our daily life. 


Learned Helplessness 


When people are exposed repeatedly to a negative situation that they felt they have no control 
over, they develop learned helplessness. This can happen when we have a job we hate but have 
worked at it for years and feel we cannot get out of it. It can happen when we are in a 
relationship full of drama but we feel obligated or trapped. It can happen when we experience 
severe financial difficulty and see no way out. 
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When we experience learned helplessness we stop looking for a way to change our situation and 
develop a believe system that “we will not be able to change our future.” Therefore, we may 
miss opportunities even when people around us show us that there may be a different way 
because we have already been conditioned not to believe it. 


Good News! 
The good news is that conditioned responses does not define our future. 


e First, we have to develop an awareness that we are simply reacting to our programing. 
e Then, we need to expose ourselves to something that will let our unconscious mind see 
that there ARE other possibilities. This interrupts the condition response when it occur. 
e Then, we can replace our reaction with the desired response and then take the appropriate 
steps to implement those possibilities. 
This can take time just like your original conditioning. Therefore, be patient with yourself and 
celebrate the small successes. Remember, you have the power to change that 45% and if you do, 
imagine what you can create if you channel all that autopilot time into a story you truly want. 


Reflection Questions: 


How have you been conditioned to act in or think about relationships? 

How do you behave or think about careers or jobs that you learned from watching others? 
What’s your default coping strategy for life challenges and where or who did you learn it from? 
Are there any obvious areas of your life in which you can identify things you’ ve been 
conditioned to think or do? 
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Identifying Hidden Beliefs 


Many of us have hidden belief systems that drive our life. These beliefs systems are hard to see 
because they are unconscious and influence us our behaviors and our thought process without us 
realizing it. 


However, these hidden beliefs have a powerful impact on the way we see ourselves and the 
world. For example, there was a famous experiment conducted by Jane Elliot in her classroom, 
in which she told her students that their intelligence level and behaviors were dependent on their 
eye color. Surprisingly, just the simple act of telling them that their eye color impacted them 
significantly influence their behavior and test score. (A short documentary, called A Class 
Divided, about the experiment is available on PBS Frontline.) 


The good news is that these hidden beliefs can be changed. The first step is to become aware of 
them. Just knowing you have them minimizes the power they have to effect your life. The second 
step is to exposure yourself to contradicting evidence, that proves your hidden beliefs wrong. If 
you can see that there is a different way of viewing the situation, you can shift it. 


For example, studies at Stanford and the University of Virginia have demonstrated that simple, 
subtle story "prompting" can help disadvantaged students at risk of dropping out create success 
by turning their mindset around. The students shared a belief that they were “not smart enough”, 
they were “too different”, and that they were “not able to catch up academically”. A portion of 
the students in the study were shown a video that presented evidence that many first year 
students had similar belief systems, yet after a few moths they adjust well and were successful. 
The students that watched the video experienced significant improvements in grades, graduation 
rates, and confidence, while the students who did not watch the video did not show these same 
improvements. 


There are three areas that you can look at to help identify hidden belief systems: 
1) Self-Talk 


Self-talk is how you talk to yourself in your own mind. Observing your self-talk can help you 
identify both your story and your belief systems. 


“I am” statements: Often, your self-talk starts with “I am”. For instance: I am not organized, I 
am a procrastinator, and I am bad at money management. When we say “I am” we are 
identifying with a behavior, as if it was part of our identity. It’s hard to change a behavior if you 
believe it is WHO YOU ARE, however if you acknowledge that these behaviors are simply 
something you have done, not who you are, you can chose to do them differently. 


What “I am” statements do you use regularly? Which ones do not serve you? 
What “I am” statement could you use instead? 


“What if” statements: Another common phrase you may hear yourself saying is “what if?” For 
example: what if I fail? What if the person reacts in a negative way? What if I lose everything? 
Our “if’s” may be negative, but we can flip them to a positive “if”. For example: what if I create 
a new life? What if I succeed beyond my wildest dreams? What if I can create the relationship I 
want? 


Ask yourself, what negative “what if’s” do you often say or think about? 
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How can you replace them with positive “what ifs” that will serve you? 
2) Disproportionate Reactions 


If you have disproportionate reactions to a situation, it may be a signal of a hidden story. For 
example, if you are extremely upset because your partner failed to do the dishes, you are 
attaching some bigger meaning to the small disappointment. It is a signal that an hidden story is 
being triggered. Your story may be “my partner doesn’t care about me” or even deeper, “no one 
will ever really love me; I don’t deserve to be loved”. In this case, even a tiny infraction would 
be a signal to you that your stories are true, which would lead to the inappropriate reaction. Your 
reaction do not have to just be your behaviors. Your reaction can also take pace only in your 
thoughts and emotions, that get triggered in certain situations. 


Are there experiences, situations, or statements that trigger you to react more “extremely” than 
the actual situation would warrant? 


What drives these reactions? (The hidden belief or story.) 
3) Repeating Patterns 


We are creatures of habit, and somethings our patterns show us our hidden beliefs. Remember, 
that our external circumstances reflect our inner stories. If we notice that situations keep 
popping up, it’s a signal that a belief or story is causing it to repeat. Do you tend to play the same 
“role” in all of your relationships/friendships (such as “helper” or “victim” or “responsible” or 
“doormat”)? Do you tend to end up in the same situations repeatedly, in your intimate 
relationships, your jobs, your friendships, public places, etc.? Do you repeatedly get hurt or 
abandoned? Get injured? Have money struggles? Have conflicts with coworkers? 


Thinking about these examples, can you identify any patterns that tend to repeat in your life? 


What are these patterns telling you about your belief systems? What must you believe for them 
to continue happening? 


Do they fit into your new story? 


What belief systems may you have to change to be able to change those patterns? 
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Questioning Beliefs 


In order to re-write your life story you will need to re-write some of your beliefs. But first, you 
need to identify what you believe and where this belief came from. Then, you can identify which 
beliefs work for you and which you would like to change. Your beliefs are simply a habit of 
perspective, in which case they can be changed. 


It’s important to identify that even a simple belief an impact your life. For example, everyone 
uses metaphors to describe life—and which metaphor you use will influence the way you live 
your life. Ask yourself, what metaphor(s) do you use for life? For example, many people say 
“life is a game” while others say “life is a battle field.” Your experience of life will be very 
different depending on the metaphor you use. (Other examples include: life is unfair, life is a 
competition, life is a gift, etc) 


Life is: 


Looking at different aspects of your life, consider if there were any circumstances or experiences 
during your childhood or early adulthood that influenced your beliefs, or whether you were 
taught certain beliefs from others. Then, consider the belief or story you now hold because of 
these influences. 


Life Area Influences: Experiences, Resulting beliefs/story 
Circumstances, Others’ 
Beliefs 


Family (community, values) 


Religious orientation (or 
culture, customs) 


Behavior (actions, language, 
reward, punishment) 
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Learning (education, mental 
pursuits) 


Physical body (health, 
functions, safety, capability) 


Social activities (friendship, 
interests, hobbies) 


Life’s work (jobs, career) 


Below you will explore additional areas of belief. For each, ask yourself how you expect that 
they “are,” “should be”, or what they “mean”. Answer each quickly with your FIRST inclination. 


Failure means: 

Experiencing challenges means: 
Other people are: 

Money is: 

Work is: 

A career should be: 

The future is: 

Emotions are: 


Being a parent means: 
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Being a child means: 
Being a man means: 
Being a woman means: 
Being single means: 
Being married means: 
Core Beliefs 


Looking back at all of the different beliefs you’ve developed, determine which 6 beliefs are the 
most central to your sense of identity and are the most important aspects of your life’s story. 

1) 

2) 

3) 

4) 

5) 


Then for each of the 5 Core Beliefs, ask yourself the following questions: 


e What story do you tell? (what words do you say to yourself or others about it?) 

e Where (or who) did this belief come from? 

e Is it true? How do you know? 

Are you absolutely sure? 

How do you feel when you think this belief (or tell the story)? 

Who would you be without it this belief or story? 

Could it be different? 

What do you WANT to believe? (If you aren’t sure what you would prefer to believe, try 
writing out 5 different ways of thinking about it. Then, ask yourself “how do I feel about 
the original belief now? Do any of the new ones feel more true? ”) 
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Changing Beliefs (The Table Leg Method) 


The Table Leg Method 


Imagine your belief is like a table top and the evidence that supports your belief is like the table 
legs. You look at the evidence and make a conclusion—a belief about it. Just like with a table, if 
you knock enough legs out from under it the belief will collapse. You do this by creating doubt 
about your evidence or looking at it in a different way. Then, after you collapse the old, 
unwanted belief that makes you doubt yourself or your dream, you can use the same method to 
build up a new one. That’s right, it works in reverse! If you determine a belief that is more 
empowering that you’d prefer, you can find evidence that SUPPORTS your new belief. Add at 
least 3 legs and the table will stand. 


When we hold limiting beliefs, they hold us back from our potential. 


The good news is even the more strongly held beliefs that hold up the overall belief can be 
undone. The key is to question the evidence we use to support it, remove the superglue, and find 
anew, more empowering belief to replace it with. 


Before we begin, it’s important to understand that when we’re talking about limiting beliefs, we 
are not saying that the belief is FALSE. It may be true or based on things that really happened. 
But, whether it’s true or false isn’t the point. We’re looking at beliefs that are either empowering 
or disempowering. They’re either useful or harmful. 


5 Step Process for Changing Limiting Beliefs 
STEP 1: Identify a limiting belief you would like to change: 


Make a list of all of the things you can think of that provide evidence (table legs) that support 
your belief (at least 3 pieces of evidence). 


STEP 2: Identify an alternative belief that is more empowering: 


If you’re having a hard time identifying a more empowering belief, ask yourself “what if I 
believed the opposite”? You want to choose a new belief that is believable. So, instead look for 
an IMPROVED belief. So, that could be “there is always opportunity in the market if you 
provide an exceptional product or service.” 


STEP 3: Unstick the emotional superglue: 


Sometimes we become emotionally attached to our limiting beliefs. We experience benefits or 
emotional payoffs for keeping our limitations around, which makes them sticky. It is like 
supergluing the table legs to the floor. So, ask yourself: what is the emotional payoff for holding 
onto this belief? 


Be honest with yourself. Write down everything you can think of that may be an emotional or 
practical benefit. 


Next, ask yourself: do these benefits outweigh the costs of keeping this limitation? Yes or No? 


e If your answer is YES—that the emotional payoff is worth it—then you will most likely 
NOT be able to change this belief because you are too attached to it. 
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e If you answer is NO—the payoff is NOT worth continuing to be limited by this belief— 
well, then it’s time to celebrate because you’ve just dissolved the superglue! You actually 
WANT to change, and that means it’s time to start dismantling that table. 


STEP 4: Create doubt by reframing your evidence: 


Like we said, you believe what you believe because you look at the evidence and come to a 
conclusion. But what if the evidence was wrong, incomplete, or you just weren’t seeing it 
clearly? That would make you question your conclusion, and that’s exactly the point of this step. 
For each piece of evidence you identified for your limiting belief, ask yourself the following 
questions: 


Could this be untrue? 
Is there more to the story? 
What is an alternative explanation? 


The point is to question the evidence enough to create doubt. Some evidence will be harder to 
refute than others, but that’s okay as long as you can knock out enough to leave less than 3 legs 
standing! 


STEP 5: Find evidence to support your new belief: 


Now we’re gong to flip this around and build up the supporting evidence to solidify your new 
belief. Looking back at your desired belief, make a list of everything you can think of that 
supports this new belief. You only need a minimum of 3 but you want to create as many legs as 
possible so that this believe is way stronger than the old, limiting one. 


With enough supporting legs, your new belief will stand. It might not be as strong as your old 
belief at first, but that is okay. 


In many cases, the table legs that held up your old belief may have been really thick or really 
superglued because of the emotions tied to them. When thinking about evidence for your new 
belief, it may be harder to find emotionally-charged evidence, so you want to think of as many 
things as you can. The number of supporting legs will make up for the less powerful examples. 


You’ve done it! You changed your limiting belief and replaced it with a new empowering belief! 
But that doesn’t mean that the old limiting thoughts won’t pop back up sometimes. You may 
need to remind yourself of this new belief multiple times, or even read it to yourself regularly, 
but through repetition you will be able to banish that limiting belief for good! 
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COACHING TOOLS: 


DECISION MAKING AND TAKING 
ACTION 
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Overcoming Indecision 


Are you on autopilot? 


What have you chosen to do because it was what you were “supposed” to do? 
What did you really want to do that you didn’t allow yourself to do? 

What do you choose to do by default (like watching TV or being on social media)? 
What else could you be choosing to do instead? 

What do you actually WANT to do with your life? 


Not Knowing What You Want: 


In what areas of your life are you not sure what you want? 

In what areas of your life do you get stuck at a decision point and just think, think, think? 
Have you ever missed out on an opportunity because you didn’t make a decision in time? 
What decisions are you read to make now so that you do not miss the opportunity to choose? 


Perfectionism: 


What decisions have you struggled to make because you’re waiting for it to be perfect? 
What decisions have you held yourself back from because you’re afraid of making the wrong 
decision? 

What decisions are you ready to make now, accepting that the worst decision is not to move 
forward? 


Being Indecisive: 


Are you not sure which option to choose? 

In what way could you try or test each option? 

If you can’t actually try it out, run through the possibilities in your mind.* 
e Ask yourself, what are the possible outcomes? 
e How do I feel about each outcome? 
e For each outcome, what are the possible next steps? 

After considering these options, what feels like the best choice for you? 


Feeling Uncertain: 


In what ways are you avoiding making a decision to move forward because you’re not sure how 
it will turn out? 
Is there a way you could try it out or find out more? 

e If not, simply do it! You may never be able to predict the outcome. 

e Ifyou cannot get yourself to take action, see the Overcoming Inaction video. 

e If fear is holding you back, see the Fear Setting video. 
What decisions are you ready to make, even if you cannot know the outcome, knowing that you 
do not want to continue to put this off? 


Are you facing any life-changing decisions or irrevocable choices? 


What choice are you facing? 
What is option #1? 
What is option #2? 
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For each option, the result will lead to a different life with the following activity. Imagine you 
are choosing to live LIFE #1 and allowing LIFE #2 to drift out to sea. 
e What are the positive, meaningful outcomes I’ll experience if I choose LIFE #1? 
e What are the negative, meaningful losses I’ll experience because I did NOT choose LIFE 
#2? 
Now, switch your choice around in your mind, allowing LIFE #1 to drift to sea, and imagine 
what it would be like. 
e What are the positive, meaningful outcomes I’ll experience if I choose LIFE #2? 
e What are the negative, meaningful losses I’ll experience because I do NOT choose LIFE 
#1? 
When you’re 85 years old, which one would you regret NOT doing more? 
After doing this exercise, which option feels like it is best for you? 
What can you do to honor, accept, and release the other option, to be at peace with letting it 
board your ghost ship and sail away? 


127 


Overcoming Inaction with the 5-Second Rule and the Pain/Pleasure 
Principle 


5-Second Decisions 


Anytime you have an idea that will better your situation, act IMMEDIATELY—within 5 
seconds. Don’t think, just do! 


When the thought comes, start counting from 5 down to 1 and GET MOVING. 
There are 2 reasons that THIS IS THE KEY TO WHY THE 5 SECOND RULE WORKS! 


1. It signals to your brain that there is an END to the countdown. If you counted from 1 to 5 
you could keep going. 
2. Counting distracts your mind, preventing it from thinking you out of it. 


Pain/Pleasure 
You'll identify the behavior you want to stop and then ask yourself the following questions: 
What is the PAIN you associate with stopping the old behavior? 
What is the PLEASURE you’ ve gotten from doing the behavior? 
What is the PAIN that will happen if you DO NOT stop the behavior? 


What is the PLEASURE you will experience if you DO stop the behavior and create the desired 
outcome? 


Identify an action you want to take that you have been avoiding and then ask yourself the 
following questions: 


What is the PAIN you associate with taking this action? 

What is the PLEASURE you’ ve gotten from not taking this action? 

What is the PAIN that will happen if you DO NOT take this action? 

What is the PLEASURE you will experience if you DO take this action and create the desired 


outcome? 
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COACHING TOOLS: 


OVERCOMING FEAR OF CHANGE, 
FAILURE AND RISK 
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Overcoming Fear of Change 


Where are you stuck in the change cycle? 


l. 


Discontent—You grow increasingly unhappy and discontent with an area of your life. 
You “hang in there,” tolerate, ignore, repress, or otherwise deal with the circumstance 
because it is comfortable and familiar, and you fear change. 

Breaking Point—Eventually your level of discontent builds high enough that you 
cannot take it anymore. You reach a “breaking point,” either through exhaustion or due 
to a dramatic event occurring that triggers the break. 

Decision—You decide yov’re ready to change and declare that you will no longer 
tolerate the undesirable situation. You take the first step toward change, giving you a 
short-lived sense of hope. 

Fear—Usually, shortly (or immediately) after your feelings of empowerment, you 
encounter your fear. You become uncomfortable and anxious about the idea of changing. 
You doubt your decision. Both options look bleak. You feel helpless, empty. 
Amnesia—The fear of change grows strong enough that it makes the original situation 
look much better than you originally thought. You perceive the original situation as less 
anxiety-producing than the change. You’re used to it; it’s comfortable; it’s familiar. Plus, 
it has become part of your identity, so you resist letting it go. You temporarily forget 
why you wanted to change it so badly. 

Backtracking—Most people choose to go back to or stick with the item they wished to 
change. You essentially talk yourself out of changing. 


Which method do you want to use to break the cycle? 


l. 


Extreme Pain: You have a breaking point that is severe enough to push through the 
change cycle. For many people, unfortunately, it takes an extreme circumstance to push 
them to evolve, such as major financial loss, job loss, loss of a loved one, the ending of a 
relationship, a severe accident, or a nervous breakdown. You see, your Higher Self 
knows what you truly want and will lead you to it. If you resist changing long enough, 
something will happen in your life that will put you in a position where you have NO 
CHOICE but to change. 

Self-Honesty: You have the humbling experience of realizing that there’s a part of you 
that doesn’t really want to change. You are comfortable with your habits, with what you 
know. You have a lot of fear that holds you back. You have many self-limiting beliefs. 
You receive some sort of benefit from staying where you are. You are unhappy because 
you want to be unhappy. You are addicted to the situation. You believe your pain is you; 
it’s your story. You can see your resistance to letting it go. Only after reaching this level 
of self-honesty can you truly choose to change. 


Self-Honesty Reflection 


Can you see how this change cycle has impacted your life? 


Are you ready for it to stop? 
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Have you experienced change amnesia before? 
What will happen if you continue NOT to change? 


Are you ready to swallow the pill of self-honesty, even if it is hard, because you are tired of 
being dissatisfied? 


Are you ready to take responsibility for your life and create the life you dream of having? 
Are you at the point where you will accept nothing less than what you truly want? 


In order to be able to break the cycle, you also need to understand the underlying reasons you’ve 
been allowing yourself to keep avoiding change. If any of them apply to you, make a note of how 
you feel. 


e You don’t want to change. 

e You don’t know what you want. (Try imagining what you would want if time, money, 
and people did not limit you.) 

e Your dream isn’t big enough. (What would you do ANYTHING to attain?) 

e You're letting your fear be bigger than you. (Are you really willing to settle?) 

e You are attached to your problem. (What would you talk about without it? Who would 
you be?) 

e You're benefiting from your problem. (What are you holding onto? How does it benefit 
you to NOT change?) 
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The Change Resume 


Life Area Type Situation/Change Positive Outcome 
IDENTIFY AS: Describe the situation | Identify anything good that 
DH “to You” | change. happened as a result, whether it 

CO Hapecnes Ip reu eventually lead to something 
(2) “Bad” Change positive or if you learned 
(3) “Self-Initiated” something valuable. 

EDUCATION: 

This could be changing 


schools, overcoming a 


fear, improving a grade, 


making an impact, 
changing friends, etc. 
Example: Type: 1 


Change: Transferred to 
a new school, 1980, 3" 
grade 


Positive Outcome: Met 


my best friend 


FAMILY LIFE: 


This could be changes 
from any point in your 
childhood, such as: 
moving, breaking an 
arm, joining a club, 
learning an instrument, 
parents divorcing, or 
getting your first job, 
car, or boy/girlfriend. 


Example: Type: 3 


Change: Joined the t- 
ball team, 5" grade 


Positive Outcome: 
Learned how to get 
along with other kids 
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WORK LIFE: 


This could be anything 
from getting a new job 
to getting fired to 
changing careers to 
going back to school. 


Example: Type: 2 


Change: Got fired from 
Bank of America, 1999 


Positive Outcome: 
Ended up discovering a 
new career path I loved. 


ADULT LIFE: 


This could be going to 
college, breaking up or 
starting a relationship, 
getting married, 
moving, facing a fear, 
trying something new, 
learning something 
new, losing a loved one, 
divorce, a car accident. 


Example: Type: 3 


Change: Faced my fear 
of heights by climbing 
the Statue of Liberty 


Positive Outcome: 
Enjoyed the view, even 
though it was terrifying, 
and realized that I can 
handle my fear 
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Fear Setting Activity 


Unless your fears are very specifically defined, you cannot overcome them. 


WHAT IF I 
DEFINE (Worst Case) | PREVENT REPAIR 
Get detailed about what, | What could you do (for each) or ask | For each, if it DID happen, what 
exactly, you fear. Ask someone to help you do to prevent | could you do to either repair the 
“so what?” this from happening (even if it only | damage or get back on track? 


decreases the likelihood by 1%)? 
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COACHING TOOLS: 
PASSION AND PURPOSE 
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Discovering Passions and Interests 


In life, there are things we just absolutely /ove to do! There are things we naturally feel drawn to. 
There are activities we lose ourselves in—getting in the flow. There are things we’re passionate 
about, that inspire us, or that get us all riled up. In a search for your purpose, an important place 
to look are at THESE things! Purpose implies meaning, yet it also implies something that it feels 
like we were made to do. The good news is we instinctually or intuitively know what we’re 
“made for’—we can feel it. It’s that inner nudge that pulls us toward what we love, do naturally, 
and are passionate about. 


There are 6 key elements to igniting your passions by both remembering them and living in 
alignment with them: childhood wonder, adult passions, your gifts, your dreams, your values and 
your commitment. 


CHILDHOOD WONDER: Insights from Childhood 


You can glean powerful insights into your true nature and natural interests and passions by 
reflecting on what you were inspired by as a child. Your childhood wonders existed before you 
developed filters due to the influence of others and the limiting beliefs you developed as you 
grew up. Often your natural talents, inclinations and interests were lost along the way because 
you were told they were not practical, realistic or worthy. Often times, you were not even given 
the chance to explore them through free play and self-directed time. But not all is lost! The true 
you, your inner child, has always known. 


Sometimes our childhood passions and pleasures can bring new life into our adult world. Other 
times those old inspirations no longer do anything for us and show us how much we’ve changed. 


When I was a child, I wanted to do this when I grew up: 


In the past (and as a child), I enjoyed: (everything you can think of from food to activities, places 
you've gone to traditions you've had — list what you liked and WHY you liked it) 


YOUR PASSION: What Do You Love? 


Now that you have an idea of what you used to love, it’s time to add to your list by looking at 
your current inspirations. 


The activities I do currently that bring me pleasure include: 

The activities I know I love that I may not currently be doing but would like to do include: 
The other aspects of life that bring me joy, excitement and that energize me are: 

In my life I have been passionate about: 


These childhood and adult passions and interests are powerful sources of inspiration and fuel for 
feeding yourself and living with purpose! 


YOUR GIFTS: What Do You Have to Offer? 


You feel the most alive and passionate about life when you are doing what you are MADE FOR. 
When you do something that comes naturally to you—a talent—you are fully expressing 
yourself. Examining your talents and other qualities you have to offer sheds light on what aspects 
of yourself you can do the most good with, which also happen to be the same gifts that bring 
purpose to life. 
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My best qualities are: 
(Ideas) 


Humorous enthusiastic comforting determined intelligent gentle 


Kind courageous direct inspiring supportive optimistic 
Visionary compassionate flexible entertaining knowledgeable 

Practical open generous strong energetic calm adventurous 
Persuasive patient insightful spontaneous quick-thinking original 


I am most myself when: 

What makes me feel in flow? 

What comes easy for me that may be hard for others? 
YOUR DREAMS: What Do You Really Want? 


Your dreams are calling you. The true you already knows what they are and never stops 
dreaming. Often the key to unlocking both your passion and your purpose is to allow yourself to 
remember your dreams and go for them! 


If I could have anything I want, what would it be? 
If I could do anything I want, what would it be? 
YOUR VALUES: What Do You Stand For? 


Sometimes your passions are things that boil your blood. They tug at your heart strings because 
you care about them. Based on your values and ideals about life you end up wanting the world to 
be better, often in specific ways. Tuning into these greater values can unleash your passion. 


What would I like to change in the world? 

In what way can I BE the change I want to see in the world? 

What do you stand for? 

YOUR COMMITMENT: How Can I Life in Integrity? 

The aspects of my life I am committed to: 

The values, dreams, gifts and passions I am committed to fulfilling in my life: 


What it would take for me to be living in integrity: 
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Stop Trying to “Discover Your Passion”! 


(...and Why Purpose is More Powerful) 


Many gurus, coaches, and personal development junkies espouse the intention to “discover your 
passion” and presumably “follow your passion” once you’ ve found it. 


Following your passion is pretty strait forward. Once you discover it, do it. Got it. 


But, there is a vital flaw in this notion of “discovering” your passion; it gives the impression that 
your passion is hiding somewhere waiting only to be unearthed. It perpetuates the myth that 
finding one’s passion is like falling in love at first sight. “Aha! There you are! I’ve been waiting 
to find you my whole life!” 


This isn’t at all how passion works. 


Passion is not something that you have or find, 
it is something you DEVELOP. 


The reason this misunderstanding is SO IMPORTANT is because many of the people who are 
determined to discover their passion get frustrated and disappointed when they don’t find it. 
They feel like they’re trapped in a wild goose chase or a never ending hunt for a phantom 
lightbulb moment. Because they are. 


They think there must be something wrong with them. They judge themselves for not having that 
“one thing” that clearly stands out as their ultimate passion. They don’t love anything so much 
that they’d dedicate their lives to it or that they’re so enamored with that they’re frothing at the 
mouth. 


It becomes even more infuriating for those who also expect this passion to be paired with a 
distinguished talent. And when they find themselves unable to unearth any latent talent or hidden 
passions, despite their obsessive digging, they question their entire existence. 


The good news is that this conundrum can be overcome because it’s based on a belief system 
that is totally flawed. 


The truth about passion is that it develops over time. You’re not born with it. It’s not a latent 
emotion that needs only to be triggered. It doesn’t show up in your life with an explosion of 
fireworks. Passion is cultivated. And, it begins as an often undetectable interest. 


I’m sorry if that disappoints you, but I promise this new way of looking at passion will lead to 
greater fulfillment than believing it’s locked away somewhere and you haven’t found the key. 


6 Characteristics of Passion Development 


1. Passion often develops accidentally. It begins as an interest or inclination. You have an 
unintended experience that triggers intrigue, whether it’s a science fair experiment in 
elementary school, a guest speaker in high school, or an enthusiastic college professor 
who made an otherwise uninteresting topic suddenly appealing. Once this interest is 
triggered, you follow the impulse and look into it. Sometimes the interest quickly fades 
and other times you continue to seek to learn more or to experience it again. 

2. Passion takes encouragement and exposure. In most cases, the initial encounter with 
the object of interest isn’t enough to seal the deal of passion. It takes multiple events and 
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experiences that retrigger the interest over time. Having a mentor or parent encourage 
further exploration or future exposure is often the catalyst needed to anchor a stronger 
interest in the topic. 

3. Passion isn’t always enjoyable. Passion begins by following interests that are 
intrinsically enjoyable. You continue to follow an interest because you enjoy what you’re 
doing. However, as your interest begins to develop into a passion and you get more 
involved, it becomes more challenging. There may even be aspects of this activity that 
you don’t like or that feel like a chore. But as the level of passion develops, the benefits 
outweigh the costs. 

4. Passion doesn’t require talent or skill, at first. By definition, when we are first 
beginning at anything, it starts out as something we’re NOT good at. Passion has to start 
with play—a willingness to explore for curiosity’s sake, not for the reward of being good 
at it. This is one of the things that holds people back from developing their passion— 
they’re unwilling to do something they’ re bad at. Even in the situations where some level 
of natural ability may be required, true skill and talent are developed over time. 

5. Passion takes practice. In order for proficiency to develop, which invites a deeper level 
of exploration and further develops passion, time and effort must be applied. For an 
interest to develop into a passion, the knowledge or activity have to become second 
nature. A skill or expertise must be developed. This ability allows the activity to reach a 
higher level of enjoyment, when it leads to a state of flow. And in order to reach this level 
of mastery, it takes deliberate practice. Not simply exposure or repetition, but 
commitment to improving through hours a day spent dedicated to the endeavor. 

6. Purpose amplifies passion. When passion is directed toward a higher purpose, a higher 
level of meaning and fulfillment can be achieved. Purpose is the conviction that what you 
are doing matters because it’s integrally connected to the wellbeing of others. When you 
can see the impact your passionate efforts make, you feel even more strongly about what 
you do. 


So, what do you do if you don’t have a fully developed passion? 


1. First, let yourself off the hook. Recognize that a life spent moderately pursuing varied 
interests will not lead to a clearly identifiable passion, and that’s okay. Stop trying to 
force it. It’s never too late to pursue your interests. And, having a single, high-intensity 
passion is not a requirement for a fulfilling life. 

2. Second, being with what you DO know. Even if your interests and inclinations are 
moderate, follow the trail. Deep down you know certain things you have NO interest in 
and others that you do. Allow yourself to explore and play. 

3. Third, be open to trial and error. Don’t be afraid to guess if you’re not sure. There isn’t 
just one thing you can become passionate about. And don’t be afraid to stop pursuing any 
interests that lose their appeal. Trying many things, even more than once, is how interests 
are identified and developed. 


And lastly, consider if any of the characteristic of passion development have been holding 
you back. 


1. Have you allowed yourself to follow your impulses or interests? Or do you brush them 
off as unimportant? 
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2. Have you put yourself in situations where you could have more exposure to your interests 
or get more support? Or do you live within the bounds of your comfort zone? 

3. Have you allowed yourself to move forward even in the face of the unpleasant aspects of 
your interest? Or have you expected perfection and rejected hard work or necessary 
effort? 

4. Have you allowed yourself to play and fail? Or have you avoided your interests because 
you aren’t great at them? 

5. Have you applied yourself to deeper exploration through deliberate practice? Or have you 
left the development of your passion up to chance or “when I feel like it”? 

6. Have you considered the impact you would like to make in the lives of others and the 
meaning this would bring to your pursuit? 


This last question is perhaps the most important of all. 


Purpose is more powerful than passion. 


Sometimes focusing beyond the narrow confines of one’s own interests and embracing the 
broader implications of our life’s pursuits can be a much more compelling motivator than simply 
a feeling of passion. Not only does passion focused toward making a difference in the lives of 
others take the experience of following one’s passion to another level, it can also be the trigger 
for that passion in the first place. 


If there were a shortcut to passion, that bypassed the long journey of interest development, it 
would be a calling to fulfill a higher purpose. A deep desire to contribute that stirs us at a 
personal level can be just the catalyst we need to dive full-bodied into an activity. And once 
we’re engaged at such a high level, we are compelled to continue our exposure to our cause, 
we’re driven by a deep level of fulfillment, and we deliberately commit to continuous 
improvement. A passion is born. 


And, this is why I believe that “discovering your PURPOSE” is a much better aim. 


Shoot for making the difference in the world that YOU are uniquely able to make, 
and the passion will follow. 
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COACHING TOOLS: 
REWRITING YOUR LIFE STORY 
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Identifying Your Life Movie Script (Part 1) 


The best way to identify the story you tell of your life is to imagine it as a movie. Your life story 
is the narrative you tell yourself and others about what happened in your life, what that means, 
and who you are as a result. Your Life Movie, on the other hand, is the vision you see of 
yourself—in your own mind—often as memories. Your life movie follows a similar structure to 
a movie, including a plot with a background story, climactic scenes, and a main character. 
Below is part 1 of this activity. It will help you see what story you tell about your life the way 
you tend to tell it to yourself and others now. Then, you will rewrite your story the way you 
WANT to tell it. 


2 important things to know about Your Movie: 


1. You are constantly, actively writing and directing your film. 
2. Your Movie becomes Your Life. 


****UTse the space below the questions to brainstorm your ideas, rather than trying to write 
neatly or making it sound “story like”. Then, use the summary boxes to write short summaries 
telling your story. 


The Beginning: The Background Story 


All stories have a beginning. Your story begins just like any other: with a foundation of who you 
are, where you come from, and what is happening. You can start at birth or later into your 
childhood. 


What are the defining characteristics of the main character’s “beginning,” such as where 
they were born, the situation their parents lived in, their cultural background etc? 

What are the defining characteristics of the main character’s personality and behaviors? 
Introducing the Star of the Show: You! 

You are the main character in this movie, and your character plays many “roles”. A role is a set 
of behaviors you act out during certain situations. For example, you may be a parent, but you are 
also a child, a friend, an employee or manager. The roles you play may be parts of your identify 
or lifestyle, such as being a “helper” or a “teacher”. For each of these roles, you have a certain 


“script” that you follow—or act out—based on your beliefs regarding how you think those roles 
are supposed to be played. 


Make a list of the roles you play in life. Then, for each ask yourself: 
e How are you are supposed to act in that role? 
e Where did you learn the role? Who did you see playing the role? 
MAIN CHARACTER’S BACKGROUND STORY: In one paragraph, summarize the 
characteristics of the main character and the background story. 
Rising Action: Important Scenes 


In a short story or movie, there is always series of important scenes called the “rising action”. 
This is where the character faces conflict, problems and excitement. In this activity, you will 
determine 2 types of rising action scenes; those that repeat and those that are important. 
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Important Scenes: There are experiences in life that define your story. These scenes may be 
pivotal moments or plot twists. (Note: the next section is “the climax.” Feel free to brainstorm 
climatic scenes here and then further identify the “climax” in the next section.) 


What are your most influential or important scenes? 


Repeated Scenes: Often, there are scenes from your past that you replay in your mind over and 
over again. These are important to identify. 


What scenes from your past do you replay frequently (positive and negative)? These can also be 
situations that you have experienced multiple times, such as patterns that keep repeating. 


Summarize the movie’s timeline of rising action. 
The Climax 


All stories have a climax—a point in the story in which the main character faces their darkest 
moment, worst challenge, or biggest breakthrough. It’s a turning point. In your life movie, you 
may have MULTIPLE climatic scenes. This go beyond simply being “important”—they are 
LIFE CHANGING. 


What is the climax of your movie? (Remember, there CAN be more than one. Also, ultimately, 
these are scenes that have ALREADY happened.) 


Summarize the movie’s climax in I paragraph Summarize the movie’s timeline of 
rising action. 
The Current Story 


Traditionally, when a story reaches its climax the main character resolves the conflicts, makes a 
decision, and the crisis ends. It’s called “Falling Action” or “Winding Down”. However, in your 
life movie, you may not have yet have resolution. You may not even have a clearly identifiable 
“climax”. Or, you may have had resolution to one climax only to experience another one. So, in 
this section, if you do have a “falling action” story, include it here. If not, focus on the “current” 
story. Where are you now? 

Falling action (if applicable): 

Identify scenes that are currently happening at this point in the movie (a.k.a. your present life 
experience). What is happening? Who is in your scenes? 


Summarize the current scenes and/or falling action in one paragraph. 
The Ending 


The last section of any story, of course, is the ending. This is where lose ends are tied up and 
final resolutions are made. However, in this case, your movie does not have a definitive ending, 
but rather it ends with a “to-be-continued” preview of what is to come. So your movie’s ending 
will be the story of your future. It is not meant to be “this is how the story ends” it’s meant to be 
“this is how the story continues. 


How do you see the story unfolding? What’s next? What does the main character do? 
What scenes to you expect to unfold? 


Summarize the ending in I paragraph. 
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What’s the Overall Plot? 


The plot of your movie tells the “story” of what happened to the main character, how their 
experiences unfolded and how it lead him or her to the current scene. It’s a summary of “what 
this story is about”. 


Is your movie a comedy, a tragedy, a suspense, a drama? 
How did the life experiences in the important scenes impact or change the main character? 


Is your story one of bravery and perseverance, leading you to your current state of success and 
fulfillment? Is your story one of being the victim of an unfortunate life in which you had bad 
luck, got the short end of the stick, or were mistreated by others? Or, is your story one of 
boredom and lack of fulfillment, letting fear of other people’s judgments keep you from living 
the life of your dreams? 


What is the “storyline” of your movie? 
Important Things to Consider About Your Movie 


You are the one who both writes your screen play and directs every scene. This includes the 
scenes from your past. “How,” you might ask, “did I write the script for the ways I was 
mistreated as a child or the unfortunate circumstances that happened to me as an adult? I didn’t 
have control over them and I certainly would not have chosen them.” What is important for you 
to know is that THE PAST HAPPENED, yes, but it is over — it no longer exists. The movie 
scenes you play in your mind or simply memory traces in your brain. And the story you tell 
about your past are just stories. For this reason, you are 100% responsible for your movie. 


Your movie and your story create the life you live, not the other way around. Your life 
experience may have been what inspired the story you tell, but it cannot impact your future 
unless you continue to tell the same story. If you tell yourself or others that you are a certain 
way, you will act accordingly. If you tell yourself or others that certain things are going to 
happen to you, they will. There may have been things that happened “in the past” that you have 
included in your story, but what you tell GOING FORWARD is what is going to determine how 
your story will continue to unfold. 


Reflection questions: 
Who else do you let write scenes in your script? 
Is your story the one you want to be telling? If not, what would you change? 


Can you see any ways that telling your story limits you? 
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Rewriting Your Life Movie Script (Part 2) 


Now that you’ve evaluated your story, your beliefs and your identity and explored method to 
change your story, now it’s time to re-write your life movie! 


The Beginning: the Background Story 
Consider what you wrote initially. You may not be able to change the circumstances of your 
beginning, however you can adjust how you tell the story in whatever way you wish. 


What are the defining characteristics of the main character’s “beginning,” such as where 
they were born, the situation their parents lived in, their cultural background etc? 


What are the defining characteristics of the main character’s personality and behaviors? 
Introducing the Star of the Show: You! 


You are the main character in this movie, and your character plays many “roles”. A role is a set 
of behaviors you act out during certain situations. For example, you may be a parent, but you are 
also a child, a friend, an employee or manager. The roles you play may be parts of your identify 
or lifestyle, such as being a “helper” or a “teacher”. For each of these roles, you have a certain 
“script” that you follow—or act out—based on your beliefs regarding how you think those roles 
are supposed to be played. 


Make a list of the roles you play in life. Then, for each ask yourself: 


e How are you are supposed to act in that role? 
e Where did you learn the role? Who did you see playing the role? 

MAIN CHARACTER’S BACKGROUND STORY: In one paragraph, summarize the 
characteristics of the main character and the background story. 


Rising Action: Important Scenes 


In a short story or movie, there is always series of important scenes called the “rising action”. 
This is where the character faces conflict, problems and excitement. In this activity, you will 
determine 2 types of rising action scenes; those that repeat and those that are important. 


Important Scenes: There are experiences in life that define your story. These scenes may be 
pivotal moments or plot twists. (Note: the next section is “the climax.” Feel free to brainstorm 
climatic scenes here and then further identify the “climax” in the next section.) 


What are your most influential or important scenes? 


Repeated Scenes: Often, there are scenes from your past that you replay in your mind over and 
over again. These are important to identify. 


What scenes from your past do you replay frequently (positive and negative)? These can also be 
situations that you have experienced multiple times, such as patterns that keep repeating. 


Summarize the movie’s timeline of rising action. 
The Climax 


All stories have a climax—a point in the story in which the main character faces their darkest 
moment, worst challenge, or biggest breakthrough. It’s a turning point. In your life movie, you 
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may have MULTIPLE climatic scenes. This go beyond simply being “important”—they are 
LIFE CHANGING. 


What is the climax of your movie? (Remember, there CAN be more than one. Also, ultimately, 
these are scenes that have ALREADY happened.) 


Summarize the movie’s climax in I paragraph Summarize the movie’s timeline of 
rising action. 
The Current Story 


Traditionally, when a story reaches its climax the main character resolves the conflicts, makes a 
decision, and the crisis ends. It’s called “Falling Action” or “Winding Down”. However, in your 
life movie, you may not have yet have resolution. You may not even have a clearly identifiable 
“climax”. Or, you may have had resolution to one climax only to experience another one. So, in 
this section, if you do have a “falling action” story, include it here. If not, focus on the “current” 
story. Where are you now? 


Falling action (if applicable): 


Identify scenes that are currently happening at this point in the movie (a.k.a. your present life 
experience). What is happening? Who is in your scenes? 


Summarize the current scenes and/or falling action in one paragraph. 
The Ending 


The last section of any story, of course, is the ending. This is where lose ends are tied up and 
final resolutions are made. However, in this case, your movie does not have a definitive ending, 
but rather it ends with a “to-be-continued” preview of what is to come. So your movie’s ending 
will be the story of your future. It is not meant to be “this is how the story ends” it’s meant to be 
“this is how the story continues. 


How do you see the story unfolding? What’s next? What does the main character do? 
What scenes to you expect to unfold? 

Summarize the ending in I paragraph. 
What’s the Overall Plot? 


The plot of your movie tells the “story” of what happened to the main character, how their 
experiences unfolded and how it lead him or her to the current scene. It’s a summary of “what 
this story is about”. 


Is your movie a comedy, a tragedy, a suspense, a drama? 
How did the life experiences in the important scenes impact or change the main character? 


Is your story one of bravery and perseverance, leading you to your current state of success and 
fulfillment? Is your story one of being the victim of an unfortunate life in which you had bad 
luck, got the short end of the stick, or were mistreated by others? Or, is your story one of 
boredom and lack of fulfillment, letting fear of other people’s judgments keep you from living 
the life of your dreams? 


What is the “storyline” of your movie? 
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Making Life Changes that Reflect Your New Story 


Make Your New Story a Habit 


In order to solidify this new story in your brain, it needs to become habituated thought. This will 
require you to remind yourself of your new story on a regular bases. Below are several ideas for 
ways you can do this. Decide what method(s) you will use and when or how you will use them. 


e Write 3 to 5 affirmations that capture the most important aspects of your new story, 
beliefs and identify. Read these affirmations to yourself every day for 21 days: Keep the 
list next to your bed and read it first thing when you wake up or before you go to bed OR 
post them on sticky notes on your bathroom mirror and read them to yourself while 
looking into your eyes. 

e Write in a journal every day for 21 days. Reflect on what experiences throughout the day 
your “old story” snuck back in—did you catch yourself telling it? Acting it out? You are 
noticing what happened, not placing blame or judgment. Acknowledge the progress that 
even NOTICING the old story reflects. Remind yourself of the new story and consider if 
is anything you can do differently in the future. 

e Record a video of yourself reading or telling your old story. At the end, tell yourself why 
you are committed to changing this story. Then read your new story. Watch this video 
daily for 21 days. 

e Complete the Uncovering the Lies activity in this course (which lasts for 7 days) and 
upon completion, continue reading the “truths” to yourself every day for another 14 days. 


At the end of 21 days, you can continue these activities or return to them any time. 


Iwill do every day for 21 days at (time of day) 
. I will do to make this easy to remember (put 
needed materials someplace easily accessible, set an alarm, etc). 


Throughout the course, we discussed a number of external factors that influence and perpetuate 
your story, habits and patterns, such as cues in your physical environment, the opinions or beliefs 
of people around you, and certain people, topics or situations that act as a trigger for certain 
memories, feelings, or behaviors. 


Consider the new story you have written, what you have identified that you truly want in your 
life, and any changes you wish to make to beliefs that you hold. Considering the life you WANT 
to create, ask yourself if there are any changes in your physical and social environement that 
would make it easier to LIVE OUT the new story you have created for your life. 


PHYSICAL ENVIRONMENT: Your home and/or workspace: 


Do you have any habits that are too easy to continue due to cues in your current environment? 
For example, if you’re goal is to reduce the amount of time you watch TV, could you move or 
remove the TV? If you wish to be in a loving new relationship, do you have any photos of old 
relationships in your home that you should remove? Could you buy or print a lovely picture of a 
happy couple and hang it somewhere in your home or office? 


Are there any items in your home or office that have strong memories or emotions attached to 
them (cues)? How could you either remove them or change them? 
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Even if there are no specific changes you need to make, consider making slight modifications in 
order for the new stimulation to prime your brain for being open to change. Add a new, bright 
colored object to a room. Shift the organization of the furniture. De-clutter your desk. 


SOCIAL ENVIRONMENT: People and situations: 


Are there any locations or situation that trigger negative memories and emotions? This could be 
a certain street, building or home, certain holidays or types of social events. In what way could 
you eliminate or minimize your need to be in these situations? In what ways can you prepare in 
advance to feel stronger, more confident and more peaceful when you do have to be in these 
situations? For example, if you are trying to quit smoking, you may want to avoid going on 
breaks at work with other individuals who smoke. If you’re trying to stop drinking so much, 
minimize time spent in a bar. If you experienced a traumatic auto accident on a certain road, 
choose a route that takes you around it. 


What locations or situations fill you up? Inspire you? What places or situations can you 
experience MORE OFTEN in order to feed your passions, allow you to relax, or to keep you 
motivated toward your goals? 


Consider the people in your life and how they can either help or hinder your progress with living 
your new story. Are you around people who may trigger your old habits and patterns? Are you 
around people who will discourage your dreams or instill fear? In what ways could you eliminate 
or minimize contact with these people? Alternatively, is there a way you can make changes in 

the way you interact with these people to minimize their negative impact on you? For example, if 
you have had negative experiences with a colleague at work, is there a way that you could either 
a) make amends and improve the relationship or b) change your break schedule and/or the 
entrance you use in order to minimize contact with this person? 


Are there people who will support and believe in you? Are there people (you know or don’t yet 
know) who it would be helpful to be around MORE in order to keep you inspired? 


GOALS: Specific Changes: Below is a chart of categories that we have reviewed several times 
throughout the course. For each life area, write your goals—what you would like to change, 
followed by a positive affirmation statement. 


Refer back to your new story and the activity in which you identified what you want. Ask 
yourself, “what changes would I need to make in order to be living in alignment with my true 
desires and new story?” 


AFFIRMATIONS: Write positive affirmation statements that make you feel empowered about 
the goals you’ve set for yourself. Like in the Uncovering the Lies activity, make sure your 
affirmation is written as a positive statement. Do not use “not” or “no” or “isn’t” or “don’t”. For 
example, if your goal is to improve your communication with your spouse, do not write “We no 
longer fight over everything,” instead write “My spouse and I speak kindly to one another and 
discuss important life issues with respect and love.” 


Making sure your affirmations are POSITIVE is the first P in the 4 P’s. The other 3 are 


e Personal (I, Me statements) 
e Present (as if it’s already happening, not future) 
e Passion (put emotion into it) 
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AREA 


My goals: 


Affirmation: 


Home 


Partner/ 
Relationship 


Family 


Career 


Leisure 


Money 


Health 


Other 
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LIFE COACHING BUSINESS 
STRATEGY 
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Naming Your Coaching Business or Offer 


Here are the most important tips for crafting great package names: 


e Capture the result or outcome 
e Choose clarity over being clever 
e Use words your tribe will connect to 
e Speak to your clients’ emotions 
e Stick to 2-5 words 
Brainstorming Your Package Name or Title 


This activity is designed to help trigger ideas for your coaching program or offer name. We 
recommend generating as many ideas as possible and then reviewing them to see what stands 
out. Then, narrow it down to 2 to 3 names and either test them or get feedback. If you have the 
ability to do split testing, try sending emails or doing ads using the different titles and see the 
response. You can also get feedback by sharing the names with colleagues, family, friends, or 
even clients you know well. Ask for honest feedback about what they believe package is about, 
based on the title. Also ask how interested they would be. 


You can share the tagline or subtitle with them as well, which you’ll write after you determine 
your package name. 


These questions and examples will help you generate ideas. 
What is it? (Literally) 

This is the most direct and super clear way to name your package. 
Examples: “Your Big Beautiful Book Plan”. Pretty strait forward. 
“Curvy Yoga”. Got it! 

What Does it Help You to Do? 

Include the desired result directly in the name. 


Example: “How To Win Friends & Influence People” (book by Dale Carnegie). Any question 
what the book will help you DO? 


Who is it for? 


Does your tribe have a name? If not, could you make one for them? Or is there a name, title or 
identity that they aspire to have one day? 


Examples: “Surf Goddess Retreats”. A travel company for women surfers. 
“MommyJuice”. A wine company for mommies who need some “special juice.” 
What’s the Big Message? 

At the end of the day, what’s it all about? 


Example: “Playing Big Mastermind”. As opposed to playing small, this group focuses on sharing 
your gifts with the world. 


What’s the Action? 
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Action language is powerful. Capture the result using a verb/noun combo. 
VERB your NOUN -— example: Write Your Website 

ADJECTIVE VERB NOUN - example: Emergency Turn-Around Clinic 
NOUN VERB - example: Cash Control 

NOUN to NOUN - example: Conversations to Cash 

Meaningful Words 


What words are meaningful to your niche? Specifically, what words does your tribe use to 
describe themselves? The outcomes they want? What would entice or inspire them? 


Your Name + Common Package Words 
Your business name or meaningful word plus one of these descriptions: 


Challenge, Blueprint, Experience, Framework, Guide, Kickstart, Camp, Jumpstart, 
Breakthrough, Method, Coaching, Program, Retreat, School, Starter Kit, Toolbox, Toolkit, 
Training 


Favorite Name Ideas 
Looking at your ideas, what are your favorites? Narrow it down to 3 to 5. 
Your Tagline 


After narrowing down your title, you can use some of the other ideas you generated during your 
brainstorming to write a 1 sentence tagline. The tagline can focus on the outcomes, in greater 
details, who the package is for, and/or how they will get there. 


You'll want to write several versions of your tagline and test them just like you are doing with 
your title name. 
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Structuring Your Coaching 


Structure Components 


1. In-Person or Virtual 

2. Individual or Group 

3. Frequency and Duration 
4. Add-Ons and Elements 
5. Pricing and Getting Paid 


In-Person or Virtual 


Whether you offer your coaching in person or virtually is entirely up to you. Each method has its 
benefits. What matters here is that you understand HOW you will be meeting with your clients 
because it will determine how you deliver the content, services, and materials that are part of 
your package. 


If you’re not sure whether you want to deliver your coaching in person or virtually, consider 
asking your current clients or individuals who would be your ideal clients what they prefer? 


Things to consider: 


e What would work best for your clients’ schedules? What time would you be meeting? 

e Where (if in person)? Make sure you account for travel time. 

e If virtual coaching, will your meetings be through telephone, Skype, webinar, or another 
method? 

e Are your clients local or distant? How does this impact your coaching? 


Answering these questions should help you identify which option works best for you and what 
some of the needs will be regarding the execution of your coaching. 


My coaching packages will be conducted: In Person __ Virtually (via ) _ Both 


Individual or Group Coaching 


Individual or one-on-one coaching means you are working personally with individual clients, 
whether in person or virtually. Group coaching means you are working with multiple clients 
together as a group; again this can be in person or online. Which one you offer really depends on 
your preference. Many coaches offer both. This course is designed to help you create coaching 
packages in general. We have another course specifically designed to train you how to facilitate 
group coaching and develop group coaching programs. 


Here is one question that will help you determine whether one-on-one or group coaching is better 
for you: 


How much individualized feedback and guidance does each client need? 


1. Is the type of coaching you are doing require you to customize all sessions specifically 
for your client? 

2. Or, when working with each client, would you be using the same general outline, 
structure, process, or material to coach each one? 
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If you answered YES to #1 and NO to #2, group coaching would not work for your coaching. 
However, if you answered NO to #1 and YES to #2, group coaching is a great option. This 
doesn’t mean you should not offer one-on-one, it just means you can offer group coaching too. 
Usually, coaching that works as a group is “structured”—meaning it: 


e Follows a specific curriculum 
e Includes an element of teaching 
e Is focused on a specific topic or niche 


I will work with clients: | One-on-One/Individual __ In Groups _ Both 


Frequency and Duration 


An important aspect of your package is how often and for how long your coach your clients. 
There are 3 decisions to make here: 


1. How long is your program? 
2. How often do you meet? 
3. How long are individual sessions? 


Duration of the entire program: How long will your group program be? 4 weeks? 10 weeks? 6 
months? 


To determine how long your program should be, consider: 


e What are the outcomes your clients are working on and how long would it take for them 
to achieve those outcomes? 

e Based on the content outline you’ve created for your program—looking at the end result 
and what steps it will take to get there—how long will this process take? 


Frequency of meetings: How frequently will your group meet? Weekly? Monthly? Multiple 
times per week? How often you meet depends on what your clients are working on, how long 
they need to accomplish their sub-goals, and how much assistance they’ll need from you. 


How much time will each client need? Literally, how long will it take them at each step of the 
journey? 

Understanding how long someone needs to do whatever activities, writing, thinking, planning, 
actions, etc will help you determine how regularly to meet and how much of your material to 
cover each meeting. For instance, if you had 8 topics or sections, would you cover one every 
week, or would that be too fast? Could you cover more than one a week? Should you cover one 
every OTHER week? If you were going to meet every other week to give ample time and avoid 
overwhelm, would it be helpful to offer a group Q&A session on the alternating weeks? Or 
perhaps an email follow up? 


A few more things to consider: 


e A rule of thumb is that short programs should meet more frequently (3 to 6 times/month) 
while long programs can meet less frequently (1 to 2 sessions per month). 

e In some cases, you meet frequently in the beginning while working intensively on 
material and then taper off to monthly meetings for accountability. 
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e In-person programs could begin with a long VIP day followed by occasional or regular 
meetings. 

e In-person group programs could begin with a full-day workshop followed by occasional 
or regular meetings. 


Duration of individual sessions: How long will each session be? Sessions are commonly 30 to 
90 minutes. Sometimes longer. 


Things to consider are: 


e What is the goal of your session time? To follow up? Answering questions? Teach 
material? Have a discussion? 
e What do you need to cover in each session and how long would it take? 


My package will be: Weeks/Months 


We will meet every Sessions will be minutes 


Add-Ons and Elements 


One important thing to consider is to determine what you and your clients will be focusing on 
DURING the sessions versus what the clients will be working on, on their own, BETWEEN the 
sessions. 


Homework: 


e Will your clients be working on any activities, or processes in between sessions? 
e Will they be implementing any changes in their life or business? Reflecting on anything? 
e After specific sessions, what will you need your client to do before the following session? 


Worksheets: 


e Using worksheets also gives your client a reminder of what you went over or what 
they’re learning. 

e Worksheets offer a structured place for them to take notes and keep track of their 
progress. 

e Worksheets can be a great way to teach specific tools and information that your client 
will need to refer back to. 

e Using worksheets can be a great to structure the coaching SESSIONS. 

e You can go through it with your clients in the appointment , or you can have 
clients complete worksheets as home work, and then use their responses to help 
guide the discussion during the session. 

e You can ask them to send you the completed worksheet before the appointment, 
so you have a chance to review their answers. 

e Or, you can simply go over the questions and they will have pre-determined 
thoughts ready to go, making the session time more efficient. 


The elements I will include in my package: 
The homework my clients will work on in between sessions includes: 
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What other support will they need? 


What types of information, tools, resources, ideas, communication, guidance, or collaboration 
will they need from you? 
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Determining Your Value 


So, what’s the true value of your coaching package? This can be challenging to determine 
because usually the benefits are intangible. When determining the TRUE value of your package, 
keep in mind this is not what you will be charging. What you charge is based on a combination 
of factors, including the value of what you’re providing, how your program fits within the 
pricing of the marketplace, and the financial position of your clients. 


First, start with your package. What are you offering? What problem are you solving? 
Brainstorm the True Benefits: 


Will they receive a return on their investment? (That return may not just be financial; there are 
many other ways that they may get a return so be clear on this.) 


What does that return look like? 

What pain will be relieved? 

What weight will be lifted? 

What limitations will be removed? 

What meaning or purpose or empowerment will they experience? 
What emotion will they experience? 


Brainstorm the Loss (if they DON’T work with you): 


What does it cost them NOT to do business with you? 

What does it cost them NOT to get rid of their pain or solve their problem or make progress? 
What literal expenses will they incur? 

What emotional weight will they have to continue to bear? 

What will continue to hold them back? 

How much longer will it take? 


After evaluating all of these questions, what do you believe the TRUE VALUE is of your 
coaching package? 


Marketing Tip: Once you identify the true value of your coaching package, you’ll use this 
in your marketing materials One effective way to express the value when talking to your 
clients is to ask specific questions such as: 


How much would you save in (time, money, or frustration) if you understood or experienced (fill 
in the blank with the results your program provides). 


Imagine you had (fill in the blank with the solutions you offer) and it helped you (fill in the blank 
with the results they’ll experience). What would that be worth? 
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Setting Your Price 


To give you a rough idea of what prices exist in the marketplace, we will provide some sample 
pricing. As we mentioned previously, in order to set an appropriate price for YOUR coaching 
package, you need to consider a number of factors. This worksheet is designed to help you 
decide on a price that honors all of these factors. 


NOTE: All pricing discussed is based on the United States coaching market. Keep in mind your 
pricing will depend on the income levels and comparable coaches in YOUR OWN home location. 


One-on-One 


e Most coaches offer sessions that are anywhere from 45 to 90 minutes. 
e Coaches that are new to the field will typically charge between $50 to $75 per session. 
e Coaches that have been in the field longer typically charge $100 to $200 per session. 
e VIP sessions are usually 2 to 8 hours and a discount is given, compared to the normal 
hourly rate. 
Monthly packages by niche (coaches that charge a set fee a month for a number of session may 
charge): 


Monthly Charge for General Life Coaching: $250 to $1,000+ 
Monthly Charge for Business Coaching: $350 to $2,500+ 
Monthly charge for Executive Coaching: $500 to $5,000+ 
Monthly charge for Niche Coaching: $350 to $5,000+ 


When charging by the package (one-on-one), meaning upfront payment for the entire program, 
packages range from $300 to tens of thousands, depending on what they include (such as one-on- 
one sessions, group programs, and add-ons). 


Group coaching programs are often priced 1/2 — 2/3 of a coach’s one-on-one coaching fees for 
monthly or charge-by-the package packages. 


Do-it-yourself packages (such as online courses or other automated, self-paced programs) are 
usually dramatically lower than group coaching. 


The 5 Factors of Pricing 
1) What is an hour of your time worth to you? 


What’s your minimum per hour? Your ideal? 


How much time will your package will take to implement? 


Meeting time? 


Driving time (if in person)? 


Set-up or preparation time? 


Time spend emailing? 


Time spent marketing? 


Other administrative time? 
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Calculate your time investment multiplied by the value of your time. 


Time investment: = X$ 


If this was the determining factor for your pricing, what would your price be? 


Of course, if you’re offering a group program, this dynamic changes because many different 
people are splitting this cost. 


2) What was the TRUE VALUE you determined from the activity you did previously? 

Is there any additional value based on your specialized expertise? 

Is there any additional value because of the level of complexity or difficulty of what you are 
offering? 

Is there any additional value because of the exclusivity or rarity of what you’re offering? 

3) Where did you find that your package fit within the MARKET PLACE of comparable 
businesses (or in this case, coaching services)? 

4) What is the financial position of your tribe, meaning what population are you working 
with? 

As we’ve said before, if finances may be an issue for your clients, you can offer lower-cost tiers, 
including self-paced or group programs. 


5) It’s time to look in more detail at the elements of your coaching package and consider 
the value of each. Doing this will help confirm the value you identified previously, as well as 
give you a clear way of showing this value to clients (should you decide to share this with them). 


For each element of your package, identify either a dollar amount it is worth or indicate with an 
up arrow or down arrow how valuable this element makes your package, in comparison to other 
programs in the marketplace. If you already offer any individual elements of your package 
elsewhere, note how much you already charge for them. 


What is your package structure? Write monetary 
value or 4Î to 
indicate impact on 
value. 


In-Person or Virtual 


Individual or Group 


Frequency and Duration 


What add-ons or elements are included in your package(s)? 


Worksheets 


Homework 
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Email support or check-ins 


Written material 


Videos, audios, or courses 


Membership 


Workshops or other events 


Other resources or support 


Are you offering multiple packages? 
If so, you’ ll need to go through this exercise for each of your packages. 
Are you offering TIERS or OUTCOMES? (See the video on Offering Multiple Packages) 


e If you’re offering multiple Tiers, focused on the same package: what are they? 
e If you’re offering outcome-based packages that focus on different results within your 
niche, what are the different packages? 


Other Things to Consider: 


Discounts: Offering discounts is completely up to you, however it is a proven marketing 
strategy. To what level you discount your package will be dependent on your market and where 
you are selling it. Never discount a program below what you feel it is truly worth for your time! 
Here are a few tips: 


e One note that most coaches agree with is that you should not discount your one- 
on-one sessions unless your clients are paying for a full coaching package in 
advance. Your TIME is what is most valuable. 

e In general, the more hours a client commits to work with you, the less they pay 
per hour. 

e Consider using the world “savings” or “special offer” instead of “discount”. 

e Offering an “early bird discount” or a “for the first 10 clients” discount can be a 
great strategy. 


How are you charging? 
__persession _ per month _ per package __ package fee divided into payments 


Will you require a down payment? Payment in full? How will you accept payment? 
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And lastly, consider your financial goals when setting your price. Above you did an activity 
evaluating the value of an hour of your time and how much time your program will take, in order 
to evaluate price. But, in the bonus video “The Money Game” you'll look deeper at the many 
ways you can reach your financial goals, beyond looking only at your package. 


Final Decision on Coaching/Package Pricing: 
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Playing the Money Game 


This activity is an alternative method for considering your coaching fees and the income you 
need and desire to make in your business. 


How much do you want (or need) to make? 


What amount of money per year (of personal income) would help you achieve your vision of an 
ideal life? Having a specific amount is important because your intention will help your 
unconscious mind find ways to make it happen. However, it is also important to be unattached; 
in other words, you want this amount or better. Make sure that the number is realistic to you 
because if you say you want to make 2 million a year and it is not a “realistic” number in your 
mind then you won’t actually go for it; in fact, it will serve as a de-motivator. This also does not 
mean that the number that you will come up with is your cap—it’s just a stepping stone. Once 
you achieve your goal and you feel more comfortable playing the game, then you are ready to 
reach for a higher number. 


Goal 1: Financial Security 

This is the point at which your basic needs are met. This is your baseline—the lowest possible 
amount you need to make. (You may need to make a household budget, including miscellaneous 
and irregular annual costs, to get this accurate. You absolutely must know this number.) 


$ (pre-tax ) (To account for 20% taxes, divide this 
# by .80 to calculate your pre-tax income. Note: actual taxes will vary widely; this is only an 
estimate.) 


Goal 2: Financial Flexibility 


This is the amount of money you would LIKE to make, giving you freedom and flexibility to 
cover you expenses AND upgrade your lifestyle. 


$ (pre-tax ) (To account for 20% taxes, divide this 
# by .80 to calculate your pre-tax income. Note: actual taxes will vary widely; this is only an 
estimate.) 


Goal 3: Financial Independence 


This is the point when you create residual or passive income with your business so that your 
business is making money for you without your active participation directly with it. This means 
you don’t have to work for money AND your expenses are covered. (Notice, you can get to this 
point easier if you are using your Financial Security figure.) 


$ (pre-tax ) (To account for 20% taxes, divide this 
# by .80 to calculate your pre-tax income. Note: actual taxes will vary widely,; this is only an 
estimate.) 


Goal 4: Financial Freedom 


This is the point at which you no longer have to work AND you have enough income to have 
everything you could ever want. 
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$ (pre-tax ) (To account for 20% taxes, divide this 
# by .80 to calculate your pre-tax income. Note: actual taxes will vary widely; this is only an 
estimate.) 


Playing the Money Game 
Once you figure out your numbers you can play the numbers game. 
Step 1: Determine how much revenue you need to generate 


Step 2: Evaluate different products/services you offer that can help you generate the desired 
revenue 


Step 3: Calculate different scenarios or strategies for reaching your goal revenue through sales of 
your products and services 


Keep in mind, how much YOU make for yourself is the PROFIT from your business, not your 
total revenue. So, when deciding the amount you want your business to generate, don’t forget 
that some of the revenue goes to expenses. 


Calculate Your Required Revenue 


If your business brings in $40,000 per year, and $10,000 of your revenue to expenses, you would 
personally make $30,000 per year. 


What are your monthly business expenses (utilities, web fees, employees, supplies, etc)?* 
Which financial goal are you working toward, and how much do you want to make personally? 


Add these two together: This is the amount of revenue you need to 
generate in your business so that after you pay your business expenses your personal income is 
your goal income. *Note: Your product or service may have a “product cost” which is the actual 
cost to make or provide your product/service. In this activity, these costs are not included in your 
monthly business expenses. When calculating your revenue in the money game, use the PROFIT, 
after this “product cost,” as your revenue figure. See sample below. 


Example Money Game: 
NOTE: The numbers used are only meant to be examples. They are in USD. 


For example, let’s say that you have several products and services and your bull’s-eye number is 
$100,000, here is how you would play the numbers game: 


Product/Service A: Profit $1.50 
$100,000/1.5= 66,666/year 

Per Month Sales needed: 5,555 
Per Week: 1,389 
Product/Service B: Profit $20 
$100,000/20= 5,000/year 

Per Month Sales needed: 416 
Per Week: 104 
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Product/Service C: Profit $100 
$100,000/100=1,000/year 

Per Month Sales needed: 83 

Per Week: 21 

Product/Service D: Profit $300 
$100,000/300= 333/year 

Per Month Sales needed: 27 

Per Week: 7 

Product/Service E: Profit $1,000 
$100,000/1000= 100/year 

Per Month Sales needed: 8 

Per Week: 2 


For some of you, looking at these numbers may look daunting, but others will automatically look 
at the activity and immediately say, “I can get 83 people a month to buy a product or service for 
$100 dollars, easy!” In either case, take the time to break down what you offer (or could offer) 
and how many you would need to sell, at your current prices, in order to earn what you want. 
Knowing exactly how many you need to sell in a month to make what you want can be great 
motivation. Then, if you want to make more you can either sell more or raise your rates and 
youll always be able to predict your revenue. 


One thing to remember in the numbers game is that the conversion rate on sales can vary 1% to 
20% of everyone that you present with your product or service, depending on your offering and 
marketing method. But your conversion rate can be even higher if you truly work on your 
language (which you have a foundation for from last week) and you are presenting to your true 
tribe. However, let’s look at the 20% conversion because it’s a great goal! 


For example, let’s say that you are doing a presentation in which you have the opportunity to 
present your product or services for a group (this may be a paying or nonpaying group). This 
group has 30 people and you present them on the idea of utilizing your product or services at 
what is called a “back of the room sale”. This means that after your presentation these 
individuals will have the opportunity to buy your products, programs, or services. 


This is what it would look like: 


e 30 people at 20% conversion = 6 sales 
e Your product or offer $100 = $600 that you just made in that presentation 


This is not bad if you just spoke for an hour somewhere and you were starting at a low end of 
$100. Imagine if you had a program that was $300 for a weekend retreat, home study, or a 
certain number of sessions. This would mean that you just brought in $1,800. Can you see it? 
This is much easier than you think, in fact we have put together programs and services in the past 
that have brought in several thousand dollars in a short presentation. The key is to have 
something to offer! Put yourself in positions to talk and present this information in front of your 
tribe and then make an offer. This is why it is very important to develop the partnerships, 
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affiliates, and relationships that will open up opportunities for you to present your content, one 
way or another. It’s a numbers game. The more tribe members you get in front of the more 
revenue you can generate. 


How much do you want to make? 
Desired INCOME (REVENUE): Annual: Monthly: 


Sources of Revenue (Products/Services): 


Product/Service A: Revenue/unit: 
Rev. Goal/Mo: divided by rev/unit of = # of sales needed per month 
Product/Service B: Revenue/unit: 
Rev. Goal/Mo: divided by rev/unit of = # of sales needed per month 
Product/Service C: Revenue/unit: 
Rev. Goal/Mo: divided by rev/unit of = # of sales needed per month 
Product/Service D: Revenue/unit: 
Rev. Goal/Mo: divided by rev/unit of = # of sales needed per month 


Now, what different combinations of sales of your different products and services could be used 
to reach your monthly/annual goal? (Example: Sell 10 of Product A and 20 of Product D) 
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What Is Your Coaching Niche? 


Having a niche helps you hone-in on specific outcomes your coaching will provide and help you 
find the specific clients who want those outcomes. 


Broader, common coaching niches: Health, career, entrepreneurship, executive, spiritual, goals, 
money, relationships. 


More obscure coaching niches: Adoption, empty-nesters, bird owners, college entrance, healthy 
cooking, maternity, procrastination, special needs parenting, interview skills, going vegan, mid- 
life crisis, writing, animal communication, aroma therapy. As you can see, ANYTHING that you 
love can make a great coaching niche. 


What TOPICS are you the most PASSIONATE about? 


If you already coach clients, what types of LIFE GOALS or CHANGES do you like working 
with them on the most? 


What types of clients do you or would you like to WORK WITH the most and what do you want 
to HELP THEM WITH? 


What specialized KNOWLEDGE could you share or teach that would offer clients a shortcut? 
What TALENT or SKILL have you developed that could help someone else improve at? 


What PROCESS have you used, created, or mastered that you could walk someone through to 
achieve the same results YOU have experienced? 


What TRANSFORMATION have you experienced or what PAIN/CHALLENGE have you 
overcome that you could help someone through? 


Of all of these answers and ideas, what STANDS OUT? What is the most MEANINGFUL to 
you? 


WHAT IS YOUR NICHE? 
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Testing Your Coaching Niche 


It’s important to assess your niche is viable and profitable. Let’s start with the most important 
part: 


Is It Profitable? 


As life coaches you are a heart centered person and genuinely want to help all those that you can. 
However, you have to remember that you are starting a coaching business, not a charity! 


So, with that in mind, ask yourself: 


Is your tribe a population that's able and willing to invest in your services? Can they afford it? 
Would they pay for it? 
If you were in their position, would you invest in your services? Why or why not? 


Even if your market appears to not have the discretionary income to spend on coaching, are they 
spending it on other things, such as daily Starbucks, going out to eat several times a week, or 
splurging at the mall? 


Do They Have a Burning Need? 


The need you are serving needs to be painful or important AND something they feel like they 
want to change in their life right now. Remember, its not about convincing someone they have a 
problem is about giving them a solution for a problem they already have. 


Do your potential clients have a problem? 
Do you know what they want, specifically? 


Are they aware of this problem and is it a big enough problem that they would want to take 
action on? 


Do you have a compelling solution? 


This is where you provide an end result or a dream solution for them that would solve their major 
problem. You have to be able to show them that you know their problem and that you know how 
to help them solve it. 


Do you know how you can meet their need, specifically? 
Do you have an irresistible offer? Something you know your niche cannot refuse? 


Can you deliver the results you promise? (This is important so that they will continue be your 
clients and can refer others to you.) 


Are Your Clients Easily Accessible? 
Can you name three direct ways to get in front of at least 50 potential clients in this niche? 
Could you easily identify how to access or target them directly? Online? In person? 


Are they already looking for coaching? Are they looking for the specific solution you’re 
offering? 


If you have access to them already... do they open emails, comment on posts, or respond and 
show interest? In what ways? 
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Have you identified collaborative partners who have direct access to your ideal clients whom you 
could connect with? 


Still Not Sure? 


If you are still not sure about your niche’s viability and profitability, additional market research 
may be needed. 


We recommend researching both your niche topic and other coaches who are in the same or 
similar niches. This will provide insights into how you can target your niche. From examining 
other coaches’ materials and offerings, you can get ideas for your own coaching business by 
observing what is working and not working, as well as see how you can differentiate yourself 
within your niche. Below are several ways to conduct research on coaches in your niche: 


Web Search: Use Google to search for coaching in your niche. 


e Are there other coaches offering similar services? If so, are they SELLING? Throw 
the idea of competition out the window! This may be counterintuitive, but if there are a 
lot of coaches offering your topic (and they have a lot of sales), this is a good sign 
because it means there is a market for the topic. Coaching clients won’t all find just one 
coach on a particular topic. 

e Are people searching for your keywords and terms? Use Google Keyword Planner to 
gage whether people are searching for your topic. The key here is to search for as many 
different keywords and phrases as you can think of because the ones you ASSUME are 
key words may get less searches than others. To find other coaches search for “your 
coaching topic COACHING”. To search for your niche topic more generally, just leave 
the word coach or coaching out. 

e Search YouTube— it’s the 2™ biggest search engine. Searching for your niche topic here 
will help you determine if there are already people looking for information on your topic. 
You’re looking to see if there are channels focused on the topic and if they have a lot of 
subscribers and videos with a lot of views (tens of thousands). YouTubers and Bloggers 
who focus on your topic may be good collaborative partners. 

e Facebook—Search for Facebook groups and pages focused on your topic and evaluate 
whether they have a large number of followers AND also engagement, indicating there is 
a high level of interest and that there may be a coherent group. 
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Create a Magnet Message (Elevator Pitch) that Captures Your 
RESULTS (Gift) 


Mastering the Elevator Pitch 
We’ ve had those awkward conversations... 


When someone asks you “what do you do?” and you either have no idea what to say or you 
ramble on. 


The truth is it can be hard to find those right words that capture what you do. And, you don’t 
even want to tell someone what YOU do, you want to express what benefit THEY will receive 
because of what you offer. It’s super important to get this right, but most people totally fail at 
their elevator pitch. 


So what exactly is an elevator pitch? 


You walk into an elevator and you perfect potential client walks in. You’re heading up to floor 
10. Now is your chance to introduce yourself. Ready... go! That’s where the name came from... 
the idea that it should take you no longer than it would to ride in an elevator—so 30 to 60 
seconds. But don’t worry if you don’t regularly find yourself in elevators. That’s not the point! 
You never know who you might run into at a cocktail party, or the movie theater, or grocery 
store...or any other number of places. 


An elevator pitch (or speech) is a quick persuasive speech that is used to create interest in your 
coaching. They highlight who you are, what you do, and instills curiosity so they want to hear 
more. 


The truth is that most people have a hard time answering “what do you do?” Sometimes it feels 
impossible to sum up what we do and why it matters. Plus, because most people don’t take the 

time to identify a scripted elevator speech, what they say ends up being boring and leading to a 
kind “that’s nice.” 


Being able to introduce yourself and quickly express what you can do for people is a vital skill as 
a life coach. Once you develop your elevator pitch, you’re going to use it, or variations of it, 
everywhere you go and in all of your marketing materials. 


So, first, let’s look at what DOESN’T work: 


“I’m a life coach and I help people get more out of life. Let me give you some information about 
my services and about life coaching so you can learn more.” 


Do you think this will work? Chances are it won’t, and here’s why. 


The focus of this approach is on services, titles, and processes. Your potential clients aren’t 
interested in these things. They don’t care about your industry or how you run your business. 
We’ ve said this before: 


People don’t want life coaching, they want results! 


Here’s another example of a terrible elevator pitch. This one is from a different industry, which 
you most likely are not familiar with. Reading this will put you in the same position as someone 
you may meet that is not familiar with life coaching. 
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“T’m Regional Vice President of Sales for Puffery Manufacturing. We manufacture office 
furnishings, electronic casings and belt buckles out of recycled asbestos, so you know your 
dollars are going toward making a greener planet. And we have manufacturing partners across 
the United States and Asia, which means we can ship finished product to your warehouses faster 
than the competition. Here’s my card. Maybe we can set up a time to meet and talk about your 
office furniture or belt buckle needs.” 


Are your eyes glazed over yet? So what’s wrong with this pitch? First, it’s technical and boring, 
like the last bad example. Second, it sounds like a commercial and it is TOO LONG. While, it is 
good to have this much detail written out about your coaching services, you want to save some of 
this content and length for the follow-up conversation. You don’t want your elevator pitch to be 
this long. 


So, the question is: What DOES work? 


The truth is that there are many different ways to introduce yourself and explain your services 
that works. SO, instead of giving you a specific template to follow, we’re going to offer you 
several tips and a bunch of examples. You can play around with the different templates and make 
your own versions and see what works best for you. 


First, let’s start with the basics. You must convey the following information: 


1. Who you are 

2. What you do 

3. How it benefits the people you do it for (aka the outcomes) 
4. Something that captures interest 


But, there are many ways to do this. The piece most people overlook is number 4—creating 
intrigue or interest. There are several ways to do this, and the examples we give will show 
different ways these ideas can be implemented. 


e A hook—say something that surprises them or is uniquely interesting because their 
curiosity will make them want to know more 

e A story—humans are natural storytellers, so sharing a story that illustrates what you do 
without having to say it is a great way to pull people in 

e A question—ask a question that leads them to think about the problem they may face that 
you solve with your coaching 

e A metaphor—the brain works in symbols and associations, so if you can make a 
comparison between what you do and something the person is already familiar with, it 
will click into place for them 

e A pain point—talk directly to a point of pain or frustration that your target client 
experiences 


Here are example of these methods: 


Story: When was the last time you printed out and saved a thank-you email? I was at a trade 
show recently and took digital pictures of the booths of my prospects. When I got back to the 
office I sent each one a thank you card with a picture of their booth on it. When I stopped by for 
a sales call a few weeks later, the card was proudly displayed on their desk. When you’re ready 
to make a lasting impression, hand me your business card for a free walk through of our 
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proprietary system. My name is and I want you to build better business relationships 
through effective follow up. 


Pain: I help frustrated dog lovers who are tired of their dogs ruling their lives discover a simple 
process that will put the dog owner in charge so that they can finally enjoy greater times with 
both their pets and with friends and family. 


or 


I help frustrated small business owners who want to develop a marketing program that is 
affordable and easy to execute and help them implement the exact strategies and tactics they 
need so that they can instantly generate more leads, attract more clients and generate healthy 
profits. 


Question: Do you remember about 10 years ago when the space shuttle Columbia was destroyed 
on re-entry? It turns out the engineers tried to warn NASA about the danger. But the PowerPoint 
slides they used were a complete mess and no-one understood the danger. 


That’s what I do. I train people how to make sure their PowerPoint slides aren’t a complete 
disaster. 


Metaphor: A commercial water purification company’s primary differentiation is its low cost, 
small size, and rapid deployment capability. They could use the following metaphor to capture 
this: “We are the IKEA of Commercial Water Plants. 


Hook: Prospect: So, what do you do? 
Me: I help build PowerPoint muscles. 
Prospect: Huh? 


Me: I teach people how to use PowerPoint more effectively in business. Now, for instance, I’m 
working with a global consulting firm to train all their senior consultants to give better sales 
presentations so they can close more business. 


The “PowerPoint muscles” were the hook. It’s strange enough that ANYONE would feel 
compelled to ask a follow-up question. This example is using one template for an elevator pitch 
called the “WOW, HOW, NOW approach” Below you will find an explanation of how this 
method works. 


Additional Examples of Effective Elevator Pitches: 


More traditional: Great for a networking meeting because it clearly expresses what she’s looking 
for. (Fill in the spaces between the * * with your own material.) 


Hi, I’m *Benay* from *Universal Coaching Systems*. 
I am a *product development expert* who works specifically with *coaches*. 


*T’ve already helped almost 2,000 coaches, from all over the world, create their first coaching 
products !* 


One thing that makes my business stand out from my competitors is *that I personally do what I 
love, feel totally fulfilled by my choices, AND lead a balanced and free life on my terms. My 
business teaches others how to do the same, from a place of trust and integrity*. 
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Something I am specifically looking for right now is *new and creative ways to get even more 
coaches using our Life Coach Office coaching software*. 


If you have any ideas, I'd love to discuss them with you after the meeting. 
Good first lines: 

I help creative people succeed. 

I help people find their destinies. 

Short and to the point: 


As the Founder and CEO of Bossed Up, I help women beat burnout and achieve sustainable 
success. 


Blush offers online life coaching for the modern day girl. Enjoy private sessions with your 
personal life coach for as low as $79/month. Life can be mean. Let’s talk behind its back. 


I’m a women’s leadership coach and I help change makers stand in their power and create a 
badass spiritual life and biz. I don’t coach coaches, I activate leaders. 


I help small business owners increase their profits while helping them create more balance and 
fulfillment in their life. 


I work with professionals who hate their jobs and are ready to transition into the career of their 
dream... 


Story telling examples: 


I work with women who are facing divorce. I was working with a client recently whose husband 
announced that he had a girlfriend and wanted a divorce. Rather than staying mad, she joined my 
coaching program and took charge of the situation. She kicked him out, changed the locks, filed 
for divorce, and ended up saving the marriage. I’m and while I can’t always guarantee 
that result I can empower you in your relationships. 


I am a first grade teacher turned entrepreneur. My passion for education — ignited when my 
family immigrated to the U.S. seeking educational opportunity — led me to the classroom. My 
frustration with a system disserving my students led me to found Springboard in 2011. 


I used to work in venture capital, until my dad got sick and needed a heart transplant — and I 
found the problem I really care most about solving. ORGANIZE is modernizing the organ 
donation system and trying to save as many lives as possible. 


IMPORTANT note about being conversational: 


Often, when you’ re actually using your elevator pitch, you will not say the entire pitch in one 
breathe. It is intended to be conversational. Notice how in this example, she says elements of her 
pitch as the other person is asking follow-up questions. 


Networker A: So, what do you do Nancy? 
Coach: I’m the most supportive, direct, motivated Business Coach you’ ll ever meet! 
Networker A: Really?! 


Coach: Yes! I help struggling entrepreneurs create the successful business they’ve always 
wanted and deserve. 
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Networker A: How do you do that? 


Coach: Through a series of one-on-one or group phone calls, e-mails, webinars and worksheets, 
I teach skills such as business identity, goal setting, marketing, and sales. In addition, I help 
them with their time-management, mindset, confidence, and communication skills. 


Networker A: Wow...that’s great. 


Coach: Yeah, what’s so cool is, in our time together my clients gain incredible confidence, 
grow their businesses and achieve whole new levels of success! I just LOVE what I do! 


Templates and Methods: 
Who, What, Why: 
I help by doing that 5 and 


Example: I help job seekers by writing resumes that open doors, generate interviews, 
and outperform the competition 


Problem Solving: 
Ask these 3 questions first: 


1. What problems do I solve or enjoy solving? 
2. How do I solve them, or what are the results? 
3. For whom do I solve them? 


A) Ilove/enjoy for in order to 


“I love analyzing operating budgets for non-profits in order to find creative ways to save 
money.” 


B) [help by doing that results in 


“I help food industry clients by designing quirky PR campaigns that catch the attention of 
customers and boost sales.” 


Wow, How, Now: 


1. WOW. Say something intriguing (even puzzling) that will make the other person want to hear 
more. A creative summary of what you do that demands some clarification. Ideally, the 
prospect’s reaction will be to cock their head and ask “what does that mean?” 


2. HOW. Answer the stated (or unspoken) question and explain exactly what you do. 


3. NOW. Shift into storytelling mode, giving a concrete example of a current customer. The key 
phrase is “Now, for example...” 


DIFFERENTIATION (Fill in the spaces between the << >> with your own material.) 


Have you ever <<the situation that the prospect faces>>? 

<<company name>> manufactures <<product line>> for <<target market>> so that you can 
<<primary value proposition / benefit>>. Unlike <<traditional alternatives/competitive 
offerings>>, <<our product>> is <<competitive point of difference>>. 

<<call to action>>. 
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NARRATIVE (Fill in the spaces between the << >> with your own material.) 
Once upon a time <<introduce character and context>> 

Every day, <<establish the way things were>>. 

One day <<introduce problem/inciting incident>>. 

Because of that <<challenge>>. 

Because of that <<search for solution>> 

Until finally <<finds solution>> 

Now, <<establish the way things are better now>> 

Good Traditional Script 


I+ action verb (help, guide, teach, provide, present, aid, assist, support, give, evaluate, assess) + 
negative emotions being experienced (frustrated, overwhelmed, clueless, demanding, 
frightened, desperate, struggling, angry, concerned, worried) 

+ ideal client description (dog lovers, young adults, chronic pain sufferers, overweight wo/men, 
homeowners, business owners, brides-to-be, new mothers) 


+ “who want to...” (what they want — increase their profits, find the relief they need, become fit 
and healthy) 

+ solution (discover a process, learn a fast and easy way, create the perfect solution, uncover the 
best method, determine the number one reason, realize the best course of action, find the 
dramatic solution, position themselves, place themselves first, find out everything they need to 
know) 

+ benefits — “so that they can...” (list 3 benefits — live a pain free life, build the business of their 
dreams, feel they’re getting the most value for the money they pay, receive the highest value, 
obtain the best guarantee, receive award-winning service, receive the highest level of expertise at 
the lowest possible price). 
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Create a Coaching Package (Package Your Gift) 


The first step to developing your coaching package is to package your gift, which means to 
determine exactly what you are offering. Now that you know the result you want to achieve with 
your client, you need to break down HOW you are going to coach them to this end goal. 


In this activity, you’ ll be determining what steps, phases, topics, keys or milestones you will 
need to take your clients through along the journey toward their transformation. Once you know 
these steps, you will develop the full curriculum of your coaching program. 


Having this structured process is what allows you to transfer your result to your client. 
My Niche 

My Gift (Result) 

Which Niche Category Best Describes Your Niche? 


e Experience: This would be a challenge you overcame, a pain you turned into purpose, or 
another life experience you have had that someone else would want help navigating. 

e Knowledge: This would be any type of specialized knowledge you’ ve acquired through 
years of studying a topic, exploring a hobby, or becoming an expert in your field or 
career. 

e = Talent/Skill: This would be any ability that you have developed to mastery, that takes 
specific strategies, tools, and practices in order to improve which you could guide a 
person through in order for them to improve. 

e Process: This would be any “how to” method or blueprint that you know how to do well 
that others would want to learn in order to receive the result you have achieved. ALL of 
the above types of offerings CAN have a process, so you may check off both “process” 
and one of the other categories. 

Each category will take a slightly different process for determining your steps. Below are 
specific questions to explore that will help you identify what your clients need from you in order 
to achieve the desired result. 


Experience 
What life experience or transformation are you planning to coach clients through? 


What are your ideal clients experiencing RIGHT NOW that makes them ready and able to move 
forward, with you as a guide? 


What belief, mindset, or other situation do your clients need to have before they will be ready? 
What were your biggest obstacles and how did you overcome them? 


In what ways did you overcome or experience this situation the HARD way? What could you 
coach others to do differently? 


What were the beliefs and self-talk you needed to have in order move past these experiences and 
thrive? 


How did you thrive through these experiences when others have not, what set you apart? 
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What were the key milestones, aha-moments, breakthroughs, and shifts in belief that took place 
along your journey that are keys to another person completing the same journey? 


What are the steppingstones you will walk your clients through to get to the other side? 
Knowledge 

What’s your main area of expertise or knowledge? 

When you first started, what did you NOT know? 

What do your clients need to know BEFORE they begin coaching with you? 

What level are your ideal at? 


Have you learned this the long or hard way? If so, what do you now know that would make it 
easier for someone else? 


In what way could you teach what you know so that it would save people money or time? 
What different topics will you need to cover? 

In what order do you need to cover the material so that each topic builds upon the last? 
Talent/Skill 

What talent or skill do you want to coach others to improve? 

What level of mastery have you achieved? 

What was your drive and motivation for dedicating yourself to developing this skill? 
What were your biggest obstacles and how did you overcome them? 

What were the beliefs and self-talk you needed to have in order to stay committed? 

What did you DO in order to become skilled? 

What sets YOU apart from others who attempt to develop this skill and are not as successful? 
What processes, rituals, or habits did you develop that were responsible for your success? 


What OTHER specific abilities or competencies did you need to develop in order to be 
successful? 


What are the steps and milestones your clients will need to achieve in order to progress and 
improve to their desired level of mastery? 


Process 


Regardless of which category your coaching package fits in, complete the activity for identifying 
your PROCESS because in ALL cases you will be helping your client through a series of steps or 
teaching them “how to” do something. 


What are you teaching your clients “how to” do? 
Where did you learn or how did you develop this process? 


What IS the process? What would you call it? What is the problem it solves? What is the 
outcome? 
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Packaging Your Recipe 


If you are going to be walking your clients through a step-by-step process or teaching them 
“how to” do something, then this section is for you. 


The Importance of Modeling 


Everyone who is successful and fulfilled in their life has had a MODEL, whether they realize it 
or not. A model can be a person who is successful at you want to do OR a model can be a 
process. Usually the latter comes from the former. In this case, YOU are the model and you are 
teaching others YOUR model for success: your process. 


Yes, YOU Have a Process! 


You went through a process to get the results you’ve experienced. Once you identify this 
process, you can share it with your clients to help guide them to where you are now. 


This may be a process you’ ve used or developed as you learned a skill, developed a talent to 
mastery, worked your way to the top in your career, created a successful business, or improved, 
transformed or rebounded through any aspect of life. 


Sometimes we do these processes so automatically they seem normal and we cannot immediately 
recognize that we are, in fact, following a definitive process. And sometimes what we are doing 
seems obvious to us but it isn’t obvious to everyone else! And, if we can break down what we do 
to achieve the desired result into a step-by-step process we can teach it to others and get paid for 
doing it! 


So, what’s YOUR process? 


Looking at the RESULT that you experienced in your own life, ask yourself, what did it take to 
get where you are now? What did you have to do? To learn? To experience? 


Think about this like writing down the recipe for chocolate chip cookies. 


My recipe for (your result) 


What are the ingredients? 

What steps do you take? 

What factors or tools do you need? 

If you can’t see your process yet, ask yourself the following questions: 

Have you ever LEARNED a process that you used. How did you “make it your own”? 


What have you been successful at? What did you do differently than others who were not 
successful? 


What have you accomplished that is REPEATABLE, meaning someone else could take the same 
steps? What steps did you take? 


Once You’ve Determined What Your Process is: 


How many steps are there in your process? 3? 5? 10? What are they? 
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For each step, what is the PROCESS or steps/sections within THIS one step? (The process within 
the process.) 


What makes YOU or YOUR PROCESS different, better, or more effective than alternatives, etc? 
Why does it work so well? 


What are the OUTCOMES the students will have or experience after learning your process? 
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Attract Clients (Marketing Your Coaching Business) 


Secrets to Attracting Clients 


There are 2 proven marketing methods that work for life coaches above all other methods, and 
they are joint ventures and free sessions. 


Joint Ventures 
There are people and organizations out there that already work with your ideal clients. 
Ask yourself: 


Who are my ideal clients? 
What are they interested? 
What other business do they already work with? 


Once you know these things, reach out and create a partnership with those businesses. You could 
swap flyers, swap website links, do a cross promotion through an email campaign or social 
media, do a collaborative project, such as a webinar or event. What ideas would work for your 
business? 


Free Sessions 


The best way to convert an interested potential client into a paid client is to give them an 
opportunity to get to know you and see what coaching can do for them by offering them a free or 
highly discounted introductory session. 


This free session is also important for you because it gives you an opportunity to see if this 
person is a good client for you. 


What are signs a person is a great client for you? 
What are signs a person is not a good fit for you or your coaching program? 
Structure Your Free Session 


What clearly defined outcome can you focus on during the introductory session? (One great idea 
is to focus a free introductory session about a specific topic, such as a sub-topic within your full 
coaching package. It gives them a taste of the benefits they can experience, which makes them 
want to take it further.) 


What coaching program or package are you going to offer at the end of your session? 
How would you describe this offer in a way that focuses on the results the client would get? 


What is an opening phrase you could use to bring up the offer that you would feel comfortable 
with? 
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